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Sells Precut Homes to Lumberyards 


——SEE PAGE 56 


I number or name 


tamp 


3s part 


Shown above are five basic 
stamps of the WCLB grading sys- 
tem. Details of these as well as 
all other WCLB grade stamps 
are shown in a pocket size folder 
“Grade Stamps for West Coast 


Lumber" free upon request. 
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STAMP 


on 
LUMBER 


The WCLB grade stamp is used by some 450 sawmills operating 
in Coast-type timber in Western Washington, Western Oregon and 
Northwestern California. These mills believe in strict conformance 
to uniform standards of lumber grading and manufacturing. Grad- 
ing procedure in each of these mills is carefully supervised; they 
take pride in them reliability and in their product. 

Look for the WCLB grade stamp on lumber. For 35 years it has 


been the “seal of approval” on lumber everywhere. 


LUMBER 
INSPECTION 
BUREAU 


of the West Coast Lumbermen's Association 


--4q 


West Coast Lumber Inspection Bureau Room 22 
1410S. W. Morrison Street, Portland 5, Oregon 


Please send me your free folder 


Grade Stamps for West Coast Lumber”. 


Name 


Address 
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this exclusive 


unitized sill! 


This patented feature permits 
an unlimited number of single 
units to be joined in multiple 
horizontal groupings. 
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Biit-Well 
DOU BLE-HUNG 
Units 


SECTION THRU MULL 2 UNITS ” 
JOINED—UNITIZED SILL at 


Unitized Construction keeps 
Look for these BILT-WELL Features 


BILT-WELL Window costs low! 
1. DISTINCTIVE HARDWARE 


Eliminate the complexity of furnishing multiple window 

openings. Eliminate problems with long sills. Offer unlim- 9. EFFECTIVE WEATHERSTRIPPING 

ited selection of window groupings. Save time in service 3. PRESERVATIVE TREATED 
to your customer. All this with greatly reduced inventory. 

4. SURPASSES FHA Requirements 

Specify the newly engineered BILT-WELL WINDOW UNITS 5. SINGLE or INSULATING GLASS 


CARADCO, Inc., Dubuque, Iowa 
BILT @ WELL 


Theres more to sellwith woon¥work by Caradco 
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Check your AIM*...cut your costs 
Packaged lumber gives flexibility and economy 


Ask for your free 
copy of this booklet ~~ 
that gives you step- UNLOADING 
t A aes PACKAGED LUMBER 
by-step instructions FROM BOX CARS 
on how to unload z) 


packaged lumber 
from box cars. 


Circle No. 8 on Handy Cover Card 


Lumber packages, mill-assembled according to the Acme Idea Method, 
can be quickly converted into smaller units for fast easy order filling, 
mechanical handling, inventory count and job-site delivery. 

(Idea No. U6-27) 

These four-section packages give you an opportunity to handle them 
as a unit or in sections by merely cutting the straps. Wider flexibility 
is assured with this type of package in meeting any distribution 
requirement you may have. 

Ask that your next order be shipped using the Acme Idea Method. 


Check your Acme idea Man.* He will help you receive the benefits in 
packaged lumber handling. Call him or write Dept. ABU-20, Acme 
Steel Products Division, Acme Steel Company, Chicago 27, Illinois. 
In Canada, Acme Steel Company of Canada, Ltd., 

743 Warden Avenue, Toronto 13, Ontario. 


ut STEEL STRAPPING 
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Something to 
think about... 











¢ What is creative selling? One aspect 
of it is the ability to think fast and not 
be afraid to gamble. A true story about 
three dealers illustrates this point. 

The three dealers each submitted a bid 
on supplies for a government building 
project which involved $50,000 worth of 
materials. But after the bids were sub- 
mitted, the government buyer said that 
the materials must be delivered by diesel 
trucks. Each dealer was asked if he could 
fulfill this requirement. 

Two of the dealers said they didn’t 
have diesel trucks. The third didn’t have 
any diesels, either, but he gambled that 
he could rent or even buy some for a 
$50,000 order. He told the buyer that 
he certainly could fill the delivery re- 
quirement and landed the order. 

The amazing part of the story is that 
a check with the contractor revealed that 
diesels were already in use on the job. 


Ihe dealer simply borrowed the trucks. 
¢ Dealers entering the land development 
business should be aware that there is a 
growing professional group known as land 
planners. 

Their services will be more than that 
of a local engineer, but they are often 
worth it, according to developers, espe- 
cially if the topography is rough. 

Dale J. Bellamah, a prominent de- 
veloper in Albuquerque, recently told a 
builder convention in Chicago that the 
professional land planner will often 
squeeze an extra lot or two out of a tract, 
which will pay for his services. The 
planner’s fee will run from $10 to $20 
an acre. 


WHAT IS “DSC”? This _ insignia 
above, which you'll see used with many 
articles in A.L., is a symbol for DEAL- 
ER SALES CONTROL. It is one of the 
permanent principles guiding our edi- 
tors. It signifies a progressive manage- 
ment method—controlling the sale— 
which works for the home building re- 
modeling, farm and commercial markets. 

When a dealer controls his sales, he 
performs services for either contractor 
or consumer, assuring adequate profit 
on materials and customer satisfaction. 

DSC can stem from land control, pre- 
fabing, financing, sales of new homes 
or remodeling packages (rather than 
pieces) to builders or consumers by the 
retailer. DSC also means product brands 
and specifications controlled by the deal- 
er. 

As the DSC principle grows, every 
segment of the building industry will 
benefit. There will be more building 
and remodeling; creative selling of qual- 
ity products; stable distribution and 
customer convenience through one-stop 
retail showrooms and stores. 
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MAKE MORE MONEY ON THE SIDE 
WITH RUBEROID DURA-COLOR SIDING 





RUBEROID’S NEW DURA-COLOR 
Clapboard siding is revolutionary. It 
builds permanent beauty into a house 
without building up costs. No painting is 
needed. Color is now sealed in — preserved 
in lasting plastic. Can’t fade or peel. 
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DURA-COLOR SAVES TIME AND 
MONEY. Goes up in a hurry — 48-inch 
lengths cut application time and costs. 
Autoclave process prevents shrinking 
and warping. Completely washable, rot- 
proof, termite-proof and fire-resistant. 


RUBEROID 
HELPS YOU BUILD...BUSINESS! 
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RUBEROID PRE-SELLS your custom- 
ers with full-color ads in Life, Saturday 
Evening Post, Look and Better Homes & 
Gardens. For full information, see your 
RUBEROID representative or write: The 
RUBEROID Co.,500 Fifth Avenue, N.Y. 
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PERSONAL VIEWPOINT 


"The Package Salesman’ 


When the Insulation Board Institute announced a new sales training 
magazine called “Package Salesman,” in our January 18th issue, it showed 
a rather rare understanding of this industry. 

Here, for the first time, 14 major manufacturers accepted and sup- 
ported the growing importance of package selling as a merchandising 
concept. They agreed that their sales could increase faster when individu- 
al dealers and salesmen actively promoted complete packages. 

“Package Salesman” will appear in American Lumberman during April, 
July and October. Each edition will be eight pages filled with first-person 
stories of sales successes. The space will be paid for at regular rates 
by the Insulation Board Institute. 

We urge all readers to study this new IBI program. 
are on the news pages of this issue. 


Complete details 


Dealers Now at Bat 


Before 1960 has run its course, we believe retailers of lumber and 
building materials will have lost a nagging sense of being the low-man 
on the totem pole. 

For years, the dealer has had a lot of bricks tossed in his direction. 
Some producers doing $100 million or more yearly have croaked about 
a certain lack of merchandising skill. Usually the loudest cries have come 
from deskbound executives who have lost the feel of a slippery saies ter- 
ritory. 

It has been tough, too, taking lip from builders riding high with fat 
order files. These are the boys who often took the bows while you 
juggled their credit, corrected mistakes on the drawings and often mop- 
ped up after careless workmanship. 

rurning to the manufacturers first, we believe you will find them a 
bit different this year. They need every extra sale they can milk out of 
a territory. You are now their boy . the man on the firing line 
the key for introducing new products. Did we say new products? You 
can expect a record number in 1960 as competition grows during a weaker 
housing period. Many we've seen are really new and distinctive, not just 
minor improvements of existing products. Some are strikingly new and 
we suggest that you think twice turning them down. A sound new prod- 
uct will always find its way to a market, if you reject them, others pick 
them up. 

This new attention from manufacturers anticipates that you are rapidly 
moving along towards more efficient merchandising and growing sales. 
Much more support like the new IBI program, see above, is coming. Just 
how much depends on how dealers take hold and run with the ball. 

Finally our friends the contractors. Many of them are off to Florida, 
Bermuda or South American this time of year so we can speak frankly. 
We have tremendous respect for the qualified contractor who knows good 
material and how to use it on the job. Surely, too, he’s a sharp buyer in 
most cases, as dealers know only too well. 

Yet, while he dickers over 2 x 4’s, this typical builder is suffering some 
attrition. In certain areas a retailer who usually sold pretty regularly to 
10 or 12 contractors may now find he deals with only 4 or 5. The reason 
for this situation is clear: more far-ranging project builders and more 
pre-fabs sold by local real estate dealers. Like the manufacturer, the 
smaller and medium-sized builder is looking to you for support and 
guidance. 

Since last May we have discussed Dealer Sales Control and its applica- 
tions in home building. It seems very clear to us that every dealer has a 
stake in helping his small and medium-sized builder to stay alive and 
prosperous. 

If these men fade away, isn’t some of the fault yours? Have you 
helped with land, cost-saving components, the promotion of new homes? 
What have you done to sell home ownership—ownership of houses built 
with your material? 

The brightest areas for both dealers and contractors are where DSC 
flourishes and grows. It’s much better than the price rat race! 


Gordon Lawler. 





NEW 
DEVELOPMENTS 


American Lumberman, February 1, 1960 


FIRST HOUSING BILL for this session of Congress was introduced by Rep. Rains 
(D-Ala.) who declared "the home building industry is in trouble because 
of tight money." Rains' bill would pump $1 billion into FNMA for pur- 
chase of VA & FHA loans on houses priced under $13,500. Other provisions 
would liberalize FNMA standards, require detailed reporting on discounts. 
President Eisenhower has already told intimates that he plans to veto 
this bill if it ever reaches his desk. Such a decision is right in line 
with the President's tougher new policy for economy in government. 


EXPENSE ACCOUNT DEDUCTIONS on 1960 income tax returns are still another point 
of Eisenhower's theme of fiscal reSponsibility, a determined drive for 
a $4.2 billion budget surplus. Our Washington office advises caution 
and detailed records to document all claims. It is generally under- 
stood that the Internal Revenue Service plans to ask Congress for even 
stricter rules on expense accounts. 


HOUSE OR FTC WILL DO IT, the floor coverings industry was told recently 
in Chicago. Chairman Earl W. Kintner of Federal Trade Commission 
warned that where the FTC believes there are discriminatory pricing 
trade practices, it will attempt to "Stamp out such practices as 
methodically and thoroughly as possible." Floor coverings distributors 
have been under fire for discriminatory "volume rebates." 


A CONSTRUCTION INDUSTRY CONFERENCE is being planned by the U.S. Chamber of 
Commerce for March 10 and 11 in Washington. The conference will be 
largely concerned with land development, new shopping areas and required 
facilities keyed to population growth. 

Improved labor techniques, building codes and their modernization, 
research and new ways to compete successfully are also scheduled for 
discussion. If you wish to attend, write the Chamber's Construction and 
Civic Development Dept., 1615 H Street, N.W., Washington, D.C. 


SIMPLE AND UNIFORM LUMBER grading is the goal of NLMA's special committee 
authorized last year. This month the U.S. Forest Service entered the 
picture saying that "so many different ones are now used . . . that the 
average person has little, if any, concept of the grade of lumber 
he is buying. NLMA expects to receive the report with recommendations 
by November 1960. 

Widely accepted grading would be especially welcomed by retailers 
competing with cash and carry yards who are making up their own grade 
names, which sound authentic and official. 


THE ROMANCE BETWEEN WOOD AND PAINT manufacturers began slowly, but now is 
distinctly warm. Paint producers seem more aggressive, but they are 
finally convincing mill men that new housing with glass, aluminum and 
plastic, poses a real threat. 

Common ground is being found in the latex and acrylic exterior house 
paints that promise less blistering and 50% more life than conventional 
paints. Our own spot survey at the NAHB convention indicated that 

the majority of builders still don't know the new paint is on the 
market. The new fire-retardant paints are also still unknown by 

the tradee 


NATIONAL FOREST PRODUCTS WEEK, first proposed by our sister publication, Wood 
and Wood Products, is definitely scheduled this year for October 16-22. 
A program is now being shaped up for retailers and wholesalers for 
use on the local level. 
Spurred by loss of many markets the wood industry is expected to stress 
consumer benefits and technical improvements in every community. New 
finishes, see above, fast, economical component systems for home building 
and the decorative qualities of wood, are part of the prograr. 
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They’re all 
talking’ 
about the... 








OPEN-WELL 


FOR NORMAL USE 

Removable cross members are installed in spe- 

cial brackets over well area. 
WRITE NOW 
FOR OUR FREE 
DESCRIPTIVE 
LITERATURE 


FOR ADDED VERSATILITY 


Easily removed cross members are stored forward 
in a special housing. This opens up the entire ex- 
panse of the well area for convenience in handling 
door and window frames, insulation, cement, etc. 


THE PLANT BEHIND THE PRODUCT 


COMMERCIAL BODY CORPORATION 
233 W. GARDEN ST. ° DEKALB, ILL. 
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SIDING is CAREYS business 


























CAREY. your reliable source of supply for Alcoa Aluminum Siding, The Three Wonderful Walls In One... Now manufactured 
completely by Alcoa and Now available from Carey Sales Representatives throughout the U.S.A. ® Initial Carey warehouse stocks 
at Cincinnati, Ohio # Perth Amboy, New Jersey ® Houston, Texas # Boston, Massachusetts ® Atlanta, Georgia =» Memphis, Tennessee 





» THE PHILIP CAREY MFG. COMPANY, Lockland, Cincinnati 15, Ohio 


Circle No. 11 on Handy Cover Card 


Your Carey Representative for full information on Alcoa Aluminum Siding, and on these Carey Quality Products: 

CALL Ceramo ceramic-surfaced Siding ® Styletex plastic-surfaced Siding » Fire-Chex Underwriters’ class “‘A’’ and Roofmaster 
self-sealing Roofing Shingles ® Miami-Carey Bathroom Cabinets and Accessories # Kitchen Range Hoods ® Ventilating 
Fans ® Door Chimes ® and hundreds of others. 











ALCOA! MADE BY ALCOA 


COA 


New! Alcoa Aluminum Siding 
is three wonderful walls in one! 


NG 1S A WALL OF BEAUTY! 
NG 1S A WALL OF COMFORT! 


ING 1S A WALL OF PROTECTION! 





THIS NATIONWIDE PROMOTION 


National Magazines—32,000,000 impressions 
dhlagtres il. a ne! f ) . ef vader 
Home Living! All two ALC our-coior aavel 
NEW ALCOA SIDING: coke 


Network Television—25 000,000 imp 
Ico t 


ressions on 
172,000,000 5. wer Mor Proensr ABC TS 
ADVERTISING IMPRESSIONS 1000 imprest 76 major mare 


in 176 major markets 


im € 
ncluding full-color Parade and Sunday; ROP 


ieee in 75 other newspapers! 
IN THE FIRST Promotion Package—everything you need to 
SEVEN DAYS: vai 


ish in On this opportunity! 


Remember: that’s just the first week! 














SELLS ALCOA SIDING FOR YOU! 


Five Decorator Colors— 
Developed by Noted Authority 


Faber Birren 


ALCOA WHITE ALCOA GREEN ALCOA GRAY 


ALCOA YELLOW ALCOA BEIGE 


NEW ALCOA SIDING 


S 


Al 











INSULATED 
HORIZONTAL 


MATCHED ALCOA 


VERTICAL 


for both horizontal 
and vertical siding 


OUTSIDE 


= Wy ————_____ 
NONINSULATED 


HORIZONTAL VERTICAL 


ALUMINUM ACCESSORIES 


WINDOW 
HEAD FLASHING 


CORNER CAP 


"I RI iw 
STARTER de 


STRIP CORNER POST 


UNDERSILL AND 
GENERAL-PURPOSE TRIM 


VERTICAL 
BASE FLASHING 


WINDOW 
AND DOOR TRIM 


Alcoa Siding is designed for fast, easy custom installation 


Lightweight 1214-ft horizontal sections, 10-ft verti- 


cal lengths have insulating foam and foil backing 
factory applied. 

Interlocking joints give weathertight seal, speed 
installation and conceal nailheads. 


Prenotched overlap insures fast, snug fit. 


SPECIFY 
THE SIDING 
THESE EXPERTS CHOSE ! 


With a total of 396 years of building prod- 
ucts experience, these great names chos 


to sell new Alcoa Siding exclusively! 


Aluminum nails grip tighter, can’t stain. Nailing 


slots allow for prevent siding from 


expansion, 
buckling or pulling away from sheathing. 
Foamed insulation and foil backing are factory 


make Alcoa 


Siding panels easier to handle and install. 


applied to add rigidity, stay in place; 


Barrett Division, Allied Chemical Corp. 
10 Rector St., New York 6, N.Y. 


Bird & Son, Inc. 
East Walpole, Mass 


The Flintkote Co. 
30 Rockefeller Plaza, New York 20, N.Y. 


Mastic Corp. 


131 S. Tavlor St., P.O. Box 65, South Bend, Ind. 


The Philip Carey Manufacturing Co. 
Lockland, Cincinnati 15, Ohio 


FOR IMMEDIATE ATTENTION, CONTACT ONE OF THESE EXCLUSIVE DISTRIBUTORS DIRECTLY! 


ALCOA. 
SIDING 





MADE BY ALCOA Aluminum Company of America * Pittsburgh 19, Pa. 





ALCOA. 
SIDING 


MADE BY ALCOA 





MANUFACTURED 
FOR 


Your Barrett representative can 

take orders today for the complete 

line of Alcoa Siding. Prompt, dependable delivery is assured from seven conveniently located 
Barrett warehouses. And you can top off your next order of Barrett building materials with Alcoa 
Siding. Just call your Barrett representative, or contact us direct. 


DISTRICT SALES OFFICES: 

1327 Erie St., BIRMINGHAM 8, Ala.; Merchandise Mart, CHICAGO 
54, tll.; 3121 Euclid Ave., CLEVELAND 15, Ohio; 323 South 67th 
St., HOUSTON 11, Texas; 261 Madison Ave., NEW YORK 16, 


N. Y.; 36th and Grays Ferry Ave., PHILADELPHIA 46, Pa.; BARRETT DIVISION 


1125 E. Morehead St., CHARLOTTE, North Carolina; 764 Vandalia 
St., ST. PAUL, Minn.; 378 Commercial St., MALDEN 48, Mass. 40 Rector Street, Néew York 6, N. Y. 
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The country’s finest ALUMINUM 


4:41] ageless a wer 


A A 5 a 


ALL BENEFIT AND NO RISK! 
ALL PROFIT AND NO GAMBLE! 
ALLTURNOVER AND NO BiG STOCKS! 


Nationally advertised to help If you’ve been holding off on aluminum siding be- 
you off to a big sales start cause of inventory risk, this wonderful Bird way 
opens an easy door to big business on a quality 


Perhaps the most massive national consumer ad- 
product. 


vertising program ever put behind a building 
product will proclaim the news of Bird’s great new 
Alcoa Aluminum Siding. 


Here’s how it works: you can order superb Alcoa 
Aluminum Siding at any time, in whatever quantities 
; ‘ 3 you want, and get speedy delivery from Bird’s near- 
+¥, somtlo, Pere ont aan Pcs ees est warehouse or distributor THEY hold the in- 
all over the country will carry the news right into 
your own sales area. And all kinds of sales aids 
and merchandising pieces will help you launch a 
profitable campaign. 


ventory. 
To repeat: as little as you want, when you want it, 
pronto; and top-loaded on your regular order at 


mixed truckload prices. . . 
Ask your Bird Salesman for detailed product and . I ; 


price facts. Or write Bird & Son, inc., E. Walpole, . » » CHEAPEST, SAFEST 
cniipsaaman POSSIBLE WAY TO BUY! 


SPEEDY DELIVERY 
te 
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SIDING by two great names! 


mode by AT COA 


sold by BIRI) at 


m COST-SAVING MIXED TRUCKLOAD 
PRICES WITH YOUR ORDER OF 


OTHER BIRD BUILDING MATERIALS 


The only siding on the market made 
by a basic aluminum manufacturer 

.. engineered, manufactured and 
warranted by Alcoa. This horizontal 
siding, made by Alcoa expressly 
for Bird, is fully insulated with 
polystyrene foam and _ reflective 
foil; also available uninsulated. The 
finish, weather-resistant and rot- 
proof, is DuPont’s beautiful lucite 
acrylic in white and five decorative 
pastels, baked on to stay. 


A quality product all the way 
through, from basic material to 
manufacture, this superlative alu- 
minum siding is fully controlled all 
along the line by Alcoa to its own 
high standards of precision and 
beauty. It is termiteproof, rodent- 
proof, fire-resistant and mainte- 
nance-free. Your customers will stay 
sold. No danger of kicks or com- 
plaints with two such names as ALcoa 
and Birp behind a product ! 


AND DISTRIBUTORS ... SMALLER STOCKS, BIGGER PROFITS! 
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Launch Package Sales Training Plan 


¢ Insulation Board Institute will sponsor a ‘‘magazine within 


a magazine’ 
more big-ticket packages. 


in American Lumberman to help you sell 


¢ If you make a successful package sale for new construc- 
tion or home improvement you are eligible to compete for 
$3,000 grand prize in retail salesman's contest. 


CuHicaAGo—A year-long program to 
help lumber and building material re- 
tailers to sell more big-ticket pack- 
ages has been announced by the In- 
sulation Board Institute. 

A grand prize of $3,000 plus other 
cash awards will be made to retail 
salesmen for successful package sales 
reports entered in a nationwide con- 
test sponsored by the Institute. These 
reports and other first-person stories 
of how building material salespeople 
develop packages will be told in a 
sales training magazine called Pack- 
age Salesman, which will be inserted 
into the pages of American Lumber- 
man. 

J. V. Jones, president of IBI and 
general sales manager of Armstrong 
Cork Co., explained that the new pro- 
gram is an “educational effort for 
salesmen.” Package selling for both 
construction and remodeling will be 
featured. 

Arthur A. Hood, editorial board 
chairman of American Lumberman, 
will serve as chairman of the panel 
of judges for the contest. Hood will 
also edit a column in the Package 
Salesman magazine which will be a 
commentary on the sales methods 
described in the magazine. 

Other contest judges will be H. R. 
Northup, executive vice-president, Na- 
tional Retail Lumber Dealers Associ- 
ation and §. M. Van Kirk, general 
manager, National Building Materials 
Distributors Association. 

Sales control. Package selling is the 
keystone of successful Dealer Sales 
Control (DSC) which American Lum- 
berman has encouraged for many 
years. 

“The Insulation Board Institute is 
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to be commended for its forward 
thinking in establishing their Package 
Salesman program. I believe it will 
be of genuine assistance to dealers 
and their salesmen,” Hood said. 
Charles M. Gray, manager of the 


Insulation Board Institute, said: “By 


telling the step-by-step methods by 
which salesmen make package sales 
that include many products, we hope 
that it will increase interest in the 
sales potential of insulation board 
products on the part of retail sales- 
men.” 


Contest rules. There will be three 
separate contests for retail building 
materials salesmen during 1960 in the 
IBI program. Discussing how the con- 
test will work, Charles F. Buckland, 
chairman of the IBI publicity com- 
mittee and insulation board products 
merchandise manager for the Celotex 
Corp., said: 

“Any salesperson connected with a 
retail lumberyard is eligible. He need 
only to write a report on his most 
successful package sales and send it 
in. Each package sale must include one 
insulation board product—ceiling tile, 
roof deck slabs, building board, 
sheathing, shingle backer or wall 
plank. 

“Entries will be judged on the basis 
of sales initiative and originality and 
whether the sale included materials 
and services necessary to fully satisfy 
the customer’s desired end-result.” 

There will be eight cash prizes for 
each of the three contests. First prize 
will be $500, second will be $250, 
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$3,000 


cash 


in the GREAT ipi 
package salesman contest 


PACKAGE SAL ERMAN 


ANNOUNCEMENT AD of the Insulation Board Institute launching its dealer sales- 
man contest. Reports of package sales by retail salesmen will appear in the IBI 


‘Package Salesman”’ 
issues of AMERICAN LUMBERMAN. 


magazine, which will be inserted in April, July and October 
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third will be $100 and there will be 
five fourth prizes of $50 each. 

In October, 1960, one of the three 
first place winners also will be se- 
lected as the winner of the $2,500 
grand prize giving the top man a total 
of $3,000. 

The winners for each contest pe- 
riod and the winner of the grand 
prize will be announced in the Pack- 
age Salesman magazine which will 
appear in the April, July and October 
issues of American Lumberman. 

“The Package Salesman magazine 
will describe what’s in a package,” 
Buckland said. “Another feature will 
be called “‘Teamwork’—this will de- 
scribe how a wholesale salesman and 
a retail salesman teamed up to ac- 
complish a successful package sale.” 

Deadlines for submission of pack- 
age sales reports are: March 1, 1960 
for the April contest; May | for the 
July contest and August | for the 
October contest. 

Entries should be sent to Package 
Salesman Contest, P. O. Box 5905, 
Chicago 890, Ill. 

Members of the Insulation Board 
Institute include Abitibi Corp.; Arm- 
strong Cork Co.; Barrett Div., Allied 
Chemical Corp.; The Celotex Corp.; 
Certain-teed Products Corp.; The 
Flintkote Co.; Insulite Div., M & O 
Paper Co.; Johns-Manville Sales Corp.: 
Kaiser Gypsum Co., Inc.; National 
Gypsum Co.; Pioneer Div., The Flint- 
kote Co.; Simpson Logging Co.; 
United States Gypsum Co.; and Wood 
Conversion Co. 


Lumber Dealer Plays Key Role 


in Movie, "Today's Homes: 


CuiIcaGo—A_ broad national pro- 
gram has been developed by The Cel- 
otex Corp. to encourage people to in- 
vest in home ownership before mak- 
ing other, less meaningful expendi- 
tures. 

Titled, “Your Home Comes First,” 
the program includes a public-service 
motion picture for television use, a 
national advertising schedule and sup- 
porting promotional aids 

The motion picture, “Today’s 
Homes: A Special Report”, includes 
scenes showing how the lumber dealer 
can help people select materials and 
give advice on home modernization. 

A factual, documentary report by 
John Cameron Swayze, noted news 
commentator, explains why Ameri- 
cans should spend first for their 
homes and why virtually every fam- 
ily in America may own a home 

Celotex is making the film available 
to all television stations for use as a 
public-service program beginning in 
February. 

Henry W. Collins, Celotex presi 
dent, has invited other manufacturers 
of building materials and products to 
use the theme and symbol of “Your 
Home Comes First” in their promo- 
tion. “Such a concentrated industry- 
wide effort is the type of support 
needed by builders and dealers if they 


are going to get their fair share of the 
consumer dollar during 1960,” Col- 
lins said 


YOUR HOME COMES FIRST 


Orsy rooms 


Enjoy a CELOTEX RUSH -TOWE CEILING 


CELOTEX 


““YOUR HOME COMES FIRST” theme will 
be headlined in all Celotex national con- 
sumer advertising during 1960. These 
ads advise consumers to visit their lum 
ber dealer because ‘‘Better Living is their 
business.’ 





Levitt Active in Plywood Deal 


New management, based on aggressive merchandising, 
takes over The Davis Plywood Corp., Cleveland; eastern 
builder may extend plywood distribution interests in 


midwest. 


CLEVELAND, Onto—The Davis 
Plywood Corp. here has been sold to 
a new management group headed by 
the eastern project builder William 
Levitt, Jr. 

Extensive expansion plans including 
new warehouses, new lines and per- 
haps component fabrication are un- 
der consideration by the new man- 
agement. William A. Robertshaw is 
president, treasurer and general man- 
ager and Fred R. Bouldin is vice- 
president and secretary. 

Levitt’s interest is solely as an in- 
vestment, declared a spokesman for 
the new management, denying rum- 
ors that Levitt might expand its build- 
ing operations to the midwest. How- 
ever, Levitt is definitely interested in 
buying other plywood distribution out- 
lets, it was learned, and further pur- 
chases may be expected. 


Sweeping changes in the Davis or- 
ganization have been made since the 
purchase was made last December. 
The working force in the Toledo, 
Columbus and Cleveland branches 
have been cut to 60 people, a reduc- 
tion of one-third. Other personnel have 
been replaced, including the super- 
intendent of the Cleveland warehouse. 
Work methods have been stream- 
lined and modernized and new ideas 
introduced to make the organization 
more efficient. 

Push Plastics. Although the 27- 
year-old firm has ‘built its business on 
plywood sales, it is now also handling 
moldings and plastics and other lines 
will be considered. 

“We plan to give plastics a_ big 
push,” declared the spokesman, point- 
ing out that a considerable dollar 
volume inventory requires little space. 
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Convinced that component con- 
struction is becoming increasingly im 
portant, the new Davis management 
plans to experiment in this field event- 
ually. 

The Davis organization is now 
working on additional warehouse out- 
lets inside and outside the state of 
Ohio. For the last five years, its sales 
have never dropped below $5 mil- 
lion. 

Sale of the company was reported 
in the “low six-figure” range. The 
new management replaces Eugene I 
Davis, the founder, president and 
treasurer; his son, Eugene Davis, Jr., 
a vice-president and Miss Georgia 
Ollerenshaw, also a vice-president. 

Levitt, who is chairman of the 
board, will not be active in the new 
management. He is executive vice- 
president in the Levitt organization. 
Robertshaw was formerly vice-presi- 
dent and comptroller of the Dougher- 
ty Lumber Co. and affiliated com- 
panies, Cleveland. Both he and Bould- 
in were Once associated with Atlas 
Plywood, Inc. 

“We believe we have one of the 
best sales forces in the state,” as 
serted the new management represen- 
tative. “We believe salesmen must be 
aggressive and know their business.” 
Davis salesmen work exclusively on 
commission 





New Full Line of Construction Papers 


JoLtieT, ILL.—A_ building products 
division has been formed by the 
Prairie State Paper Mills to produce 
building papers under the trade name 
of “The Weathershield Line.” 

Herman Finder, president of the 
30-year-old paper mill in Joliet, said 
that the new division will offer the 
most complete line of construction 
papers from any one source in the 
industry. The firm will produce all its 
own products from the raw stock to 
the finished goods. 

The Weathershield line will include 
both heavy and lightweight saturated 
felts, waterproof papers (plain and 


reinforced), concrete curing blankets, 
aluminum foils, polyethylene film, red 
rosin, carliners and many other paper 
items. 

Finder said that the line will be 
marketed through retail lumber and 
building material distributors and re- 
tailers. 

Michael A. Nemeth is sales man- 
ager of the new building products 
division. 


OBITUARIES 


Joseph F. Heabel, 81, founder of 
the Heabel Co. and Economy Lumber 





DENISTON 


“LEAD-SEAL”’ 
Metal Roofing Nails 


GALVANIZED FINISH ONLY 


LEAD SEAL—The only nail with lead just 
under the head and down the shank. 
When the nail is driven, the hole around 
the nail is plugged with lead and the 
break in the metal is completely covered, 
to form a perfect double seal. 


TRIPLE LOCK—The only nail that has a 
locking bump. As the “‘bump”’ is forced 
through the sheet, the sheet springs back 
over the bump—this effectively prevents 
the nail from working out. The nail, lead 
and sheet are solidly locked together 


DRIVE SCREW SHANK —The only nail 
that is driven on the steel head. Drive 
screw shank makes the nail turn and hold 
like a screw. It holds with a powerful, 
unyielding grip. Threads are deep and 
sharp because they are formed after 
galvanizing. 





Also 
furnished 
in RING SHANK 


and 
STRAIGHT SHANK 


Accepted Standard of Quality for Over 33 Years 


> 


Co., Cedar Rapids, Iowa, died in that 
city December 26th. 

J. W. Deal, 84, president of the 
lr. M. Deal Lumber Co., Wichita, 
Kans., and owner of yards in Win- 
field and McPherson, Kans. and Lar- 
amie, Wyo., died January 9th in a 
Great Bend, Kans. hospital. 

Frank Ruel Weddington, 58, presi- 
dent of Wm. Cameron & Co., died of 
a heart attack December 25th while 
hunting quail at the company’s lodge 
in Trinity County, Tex. He held high 
offices in many trade associations, in- 
cluding Ponderosa Pine Woodwork, 
National Woodwork Manufacturing 
Association, Retail Lumbermen’s As- 
sociation of Texas. He started his 
career as a laborer in Cameron’s 
Ideal millwork factory in Waco, Tex. 
and rose steadily to the top, becoming 
president in 1952. 


Three Producers Join H.P.I. 

ARLINGTON, VaA.—Hardwood Ply- 
wood Institute announces the addi- 
tion of three new Institute members: 
Liberty Veneer & Panel Co., Liberty, 
Texas; Dominion Ayers Wood Prod- 
ucts Co., Ltd., Lachute Mills, Que., 
Can.; and Bay Door Corp., Tampa, 
Fla. 





main in Needham, Mass., consists of 300 
feet of 8” main and 150 feet of 4” house 
connection pipe in 15’ lengths. The pipe 
cuts easily with a handsaw, can be 
drilled to make connections; inspection 
holes can be cut in the main and closed 
merely by cementing a piece of pipe 
over the hole. Pipe was from Evanite 
Plastics Co., Carrollton, Ohio. 


6,000 pounds of pressure is used to 
compress the lead cold, both over and 
under the steel head of the nail as 
well as down the shank. The lead forms 
a perfect seal in the hole made by 
the nail. Heads will not ‘“‘pop”’ off 
a. eC from expansion and contraction of 
roofing nor from wind vibration. 


BRIGHT OR GALVANIZED 


2 oe 


ee ee 


Shipped in 50 Ib. cartons. Literature and price information available from your jobber or write direct. HARDBOARD IMPROVEMENT—The new 


oI*SP\ single-process printing and coloring ap- 
THE DENISTON COMPANY 


Gases: 


ro) plicator above has stepped up produc- 
tion 18% of Barcwood prefinished hard- 
board, according to Barclay Mfg. Co. 
New York. New technique was devel- 
oped for simulated wood-grain paneling 
for home and commercial use. 





Lead-head 
ROOFING 
NAILS 


?, + 
Sane mak 


49th &South Western Avenue e Chicago 9, Illinois 


IN CANADA: EASTERN STEEL PRODUCTS CO., LTD., PRESTON, ONTARIO 
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PROVED (22 
PROFIT DEPENDS 
ON PERFORMANCE 


FIRESTONE, THE LOW-COST-PER-MILE TIRE FOR ON-TIME BUILDING MATERIAL DELIVERIES 


Firestone tires’ low-cost-per-mile is reflected in performance records of 
thousands of trucks across the country. That’s because 425,000,000 tire miles 
a year in Firestone’s own truck tire testing program prove Firestone truck 
tires are your best buy! This vast tire testing program resulted in Firestone 
Rubber-X, the longest-wearing rubber ever used in Firestone truck tires. 
It also resulted in Firestone S/F (Shock-Fortified) cord which means extra 
miles of service out of every tire. Get performance proved Firestone truck 
tires, on convenient terms if you wish, at your nearby Firestone Dealer or Store. 


irestone - 


BETTER RUBBER FROM START TO FINISH 


Copyright 1960, The Firestone Tire & Rubber Company 


f 
; 


Oe ATS. 
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THEY MAY LOOK THE SAME 











but CRESTLINE windows 
pay off in 
better quality... 





Crestline Casements 


and more profits! 
...and there are other differences, too! 


At first glance most wood 
windows look alike. The payoff, 
however, is in profits! That’s 
where CRESTLINE differs from 
the rest, because CRESTLINE 
gives you lower prices and 
greater mark-ups. Ask yourself: 
‘‘When I can sell a finer quality 
window for less than my 
competitors and still make more 


money, why settle for less?”’ 


PROFIT MORE CRESTLINE ... BUY DIRECT! 
eine 


For more information, ts 


write 


THE CRESTLINE CO. - Wausau, Wis., Dept. A 
i (aa) 


Reneabie Slideby Casement Stacking Awning 


Ey WW 
Double-Hung 
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Reynolds Predicts 45,000 Aluminum-Clad 
Homes Will Be Built This Year 


Cuicaco—David P. Reynolds, exec- 
utive vice-president of Reynolds Met- 
als Co., predicts that by 1965 alumi- 
num will be going into housing at an 
annual rate of 1,275,000,000 pounds, 
compared with 600,000,000 in 1959. 

Under Reynolds new “Easy Living” 
program for 1960, homes priced as 
low as $10,000 will feature a combi- 
nation of 10 or more aluminum prod- 
ucts as standard equipment. As many 
as 500 builders may participate in the 
“Easy Living” promotion program, 
Reynolds said. 

Some 45,000 aluminum clad homes 
will be built this year and more than 
a million will be built before the end 
of the decade, according to Reynolds. 

Lu-Re-Co program. The marketing 
of aluminum products through 1,600 
lumber dealer members of the Lu-Re- 
Co Service Association was mentioned 
by Reynolds as one of the reasons for 
his forecast of aluminum building prod- 
uct growth. 

Catalog. Publication of the first 
“Residential Aluminum Building Cata- 
log” was announced by Reynolds 
Metals Co. at the NAHB show here. 

The catalog contains 104 manufac 
turers’ brochures totaling 368 pages 
It was compiled by Reynolds as a 
service to home builders, architects 
and building materials dealers, ac- 
cording to A. H. Williams, vice-presi- 
dent of Reynolds Aluminum Sales Co 

Ihe book is indexed and supplied 
with 15 tabbed dividers grouping the 


RESIDENTIAL USE OF ALUMINUM 
IN MILLIONS OF POUNDS 


T T 
| | 














1955 1958 1959 1960 1965 


PROJECTED GROWTH of aluminum us- 
age in home building and home im 
provements as charted by Reynolds 
Metats Co. Lumber dealers have become 
important distribution outlets for alumi- 
num building products. 


various brochures according to end 
products for ready reference. 

Dealers can obtain a copy of the 
catalog by writing on their company 
letterhead to Reynolds Metals Co., 
Dept. AL, Richmond 18, Va. 





Plywood Production Seen On Rise 


The softwood plywood industry is 
expected to establish its fourteenth 
consecutive production record in 1960, 
with a forecast output of 8.5 billion 
sq. ft. %” basis, according to the 
U,. S. Department of Commerce. This 
would be an increase of more than 
13% from the 1959 total of 7.5% 
billion sq. ft. Eleven new plywood 
plants will begin production during the 
coming 12 months. Fourteen new 
plants were added to the industry in 
1959. Currently, the industry has ca- 
pacity of eight billion square feet pro- 
duction capacity at the end of 1960 
probably will be approximately nine 
billion square feet. Currently there are 
139 plants operating. 

Developments in 1959 providing 
new markets for plywood included the 
lower in-place costs made possible by 
plywood sheathing in floors, walls and 
roofs in conventional building, plus 
developments of plywood structural 
components, such as stressed skin ply- 
wood parts, plywood box beams, 
vaults, folded plates and hyperbolic 
paraboloids. Prefabricated plywood 


panels were developed during the year, 
to further expand the market. 

With housing starts in 1960 expect- 
ed to be about 125,000 units less than 
1959, the plywood industry is report- 
ed to be gearing its trade promotion 
toward boosting the use of plywood 
in homes. Expected increase of school 
and chapel building is expected to pro- 
vide a good additional market. The in- 
dustry has indicated plans for spend- 
ing some $6 million on trade promo- 
tion, and will have 80 field men work- 
ing. Greater activity in research and 
experimentation is planned. 


Safe Combination Stares 
Burglars in the Eye 

PALMER, ILL.—Burglars had no 
trouble rifling the safe at the Palmer 
Lumber Co. on New Year’s eve be- 
cause the combination was written on 
the door. They took $135 in cash. 

“The safe is worth more than the 
little money we usually keep in it,” 
explained manager David Richter. 
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How to give homes 
added floor beauty 
at no extra cost 


Turn lookers into buyers with this floor that gives 
even an unfurnished new house a feeling of warmth 
and charm. Factory-inserted walnut pegs, alternat- 
ing oak strips of 24” and 3%” widths, and a mellow 
factory-finish combine to make Bruce Ranch Plank 
a floor of unusual beauty. Because there are no 
on-the-job finishing costs you can use Bruce Ranch 
Plank without extra expense. It’s nailed just like 
plain strip flooring. For a feature room or through- 
out the house, let Bruce Ranch Plank give your 
homes added floor beauty. Write for color booklet. 
See our catalog on all Bruce Floors in Sweet's Files. 
E. L. BRUCE CO., 1596 Thomas St., Memphis, Tenn. 


Bruce Ranch Plank Floor 


BRUCE, 





MODERN MAID 

»CORES AGAIN WITH 
THE INTRODUCTION OF 
DOUBLE OVEN GAS 
AND THE AMAZING 


RBUIL 
NEW “INFRA-RAY” CERAMIC BURNER 


PPPSSPSPSSPPPSP LSP PSPSPS S 


EACH MODEL 
HAS 2 FULL- 
SIZE 18 INCH 
WIDE OVENS 





CONVENTIONAL } of 


SINGLE OVEN 
MODELS ALSO 
INTERCHANGE 


ABLE ' 
SS 


$$$$$$$4$$$$$94$4094549EH 








36-INCH ‘SUPER 

GT-366 THIN’ RANGE TOP 
WITH 
GRIDDLE 


30-INCH ‘SUPER 
THIN’ RANGE TOP 
ALSO DROPS IN ABOVE 
DRAWER SPACE 


SOEPES SHE SSS SSPE SPP SSH THOS 
Send prices and folder on the 1960 line 
of Modern Maid Gas and Electric Built-Ins 


Name 
Address 
City State 


Distributor! | Dealer! | Cabinet Maker ( | 








TENNESSEE STOVE WORKS 


CHATTANOOGA (1), TENNESSEE 
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Huge Building To Demonstrate 
Laminated Lumber Ideas 

CrossETT, ARK.—Construction of 
what is believed to be one of the 
largest all-wood buildings is underway 
here, using Southern Pine “engineered 
wood.” 

Part of an expansion program at 
Crossett Lumber Co., the building will 
be 103’ wide, 468’ long, 70’ high at 
roof apex and 55’ high at side walls. 

Vertical supports are 56’ tall ta- 
pered columns developed by Unit 
Structures, Inc. The 9” thick columns 
are 30” wide at the base and 48” 
wide at the top. Curved top chord 
bow-string trusses will span 103 feet. 

Costs are estimated at $475,000 for 
the 48,204 sq. ft. structure, or $9.85 
per square foot. 

The Southern Pine Association says 
the techniques used will “set a useful 
example for timber engineers in show- 
ing possibilities for glued laminated 
lumber.” 

Crossett will use the building for 
rough lumber storage. 


Opportunity for More 
Oak Flooring Sales 
MEMPHIS—The trend away from 
wall-to-wall carpeting should favor 
sales of quality oak flooring, accord- 
ing to Henry H. Willins, executive 
vice-president of the National Oak 
Flooring Manufacturers’ Association. 
Speaking at the Golden Anniver- 
sary meeting of the NOFMA, Willins 
quoted House Beautiful magazine: 
“Wall-to-wall carpeting was once 
the style mark of the luxury home. 
This is obviously no longer true, since 
some development builders include 
carpeting with the price of their 
houses.” 


Hardboard Growth 

CuHICcCAGO~Masonite Corp., _ larg- 
est maker of hardboard products, 
boosted sales to a record $71,800,- 
000 in fiscal 1959. This was 22% 
above 1958 sales and almost double 
that of a decade ago. 


More Private Brands? 

WASHINGTON—Large retailers will 
turn increasingly to private brands in 
the coming decade, according to a 
panel of experts speaking at a recent 
American Marketing Association con- 
ference. 

Consumer loyalty to the stcre and 
more control of pricing are two rea- 
sons given for interest in private 
brands by the retailer. 


Dream Come True 

PaRAMus, N. J.—“It’s something 
you dream about but never expect to 
come true,” said Fred R. Behnke, sec- 
retary-treasurer of the Paramus 
Building Supply Co., when he heard 
that he had won the Esther Williams 
“Living” swimming pool, grand prize 
of the recent NRLDA Exposition in 
Cleveland. 


Offers Free Labor 
With Materials Sale 

CLEVELAND, Onto—Taking a leaf 
out of the promotional buildup of 
some of the big home improvement 
outfits, Parma Lumber Co. is offering 
free labor in proportion to the dollar 
volume of materials purchased from 
their firm. 

One full day of free carpenter labor 
is given with a sale of $400 or more 
of room remodeling materials or one- 
half day free labor with a sale of 
$200 to $400 in materials. 

“You'll start with a real expert to 
plan your every move,” states the 
Parma Lumber newspaper ad. “He 
will work with you doing the hard 
part, making the difficult cuts and 
laying out the job so you'll never make 
a mistake. You'll finish with a true 
professional job that adds real value 
to your home.” 


Soviet Delegation Tours 
Filon Plastics Plant 

HAWTHORNE, CALIF.—Six experts 
from the U.S.S.R. in plastics, build- 
ing and economics recently visited 
Filon Plastics Corporation’s new plant 
here to observe the company’s con- 
tinuous process for manufacturing 
translucent fiberglass reinfored plas- 
tic panels. 


Simplified Estimator 


WORCESTER, MAss.—You can esti- 
mate housing construction costs quick- 
ly with the “Dial Away” home esti- 
mator pictured above, says its maker. 
It enables any one to make estimates 
by just turning the dials. 

The estimator device comes with 
specifications, directions and work 
sheets for $3. 

Various types of homes are “dialed 
off” in minutes, including such com- 
ponents as attached garages, garage 
in cellar, shed dormers and porches, 
it is said. It allows for heating sys- 
tems, kitchen cabinets, various types 
of doors and windows, cost of land, 
builder’s profit, sales commissions and 
many others, including the section of 
the country in which the home is to be 
built. 

Lumber dealers can sell the esti- 
mator to contractors or consumers and 
get a 33144% discount, according to 
the Dial Away Co., manufacturers, 
Box No. 3, Greenwood Sta., Dept. 
A.L., Worcester, Mass. 
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-Look for the 
Silver Band”. 


% THE NAME ORANGEBURG AND THE 


Orangeburg’s the Brand in Demand! 


For more sales and more satisfied customers it pays to handle 


genuine Orangeburg. Consistently backed by the biggest 
campaigns behind any brand of pipe, Orangeburg is the omancrwves (| | 
name your customers know and ask for. They know it meets 

modern building standards, Means speedy, low-cost installa- ns 

; bp : ¢ j ; Exclusive Orangeburg 
tion and long-life in the bargain. Make sure you cash-in with Fittings featuring Taper- 
genuine Orangeburg. Write Dept. AL-20 for Circular SA-44 weld Joints simplify the 

x cond . : ¢ 
Py installation. 


showing free Signs and Sales Aids. Orangeburg | 
Manufacturing Co., Orangeburg, N.Y. * Newark, Cal. 


es = sad ® 
m™ ORANGEBURG MANUFACTURING CO. FORUANG 
FLINTKOTE Division of The Flintkote Company, Manufacturer ge é Py * iG 
~S” of America’s Broadest Line of Building Products 
Root-Proof Pipe and Fittings 
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DUOFAST 
DEALERS 





they have 
more to sell 





More quality, more features, 
more profit, and close-to-home 
service. Yes, sir, you do have 
more to sell when you’re a 


Duo-Fast Dealer. 

Duo-Fast Tackers are man- 
built to do a man- 
Duo-Fast Staples 
team up with Duo-FastT 
Tackers for customer service. 


size tools, 
size job! 


More than that, Duo-Fast 
gives you a Free Service 
Guarantee which insures 
Duo-Fast Dealers against 


costly repair charges. 


DUO-FAST DEALER AIDS 


Sure we have ’em. Counter cards, display 


Favorite! 
The DUO-FAST GUN TACKER 


An all purpose tacker. Drives short 
staples for insulation and building papers; 
and long staples for ceiling tile. It’s a 
real speed demon, too! 


Builders Like This One! 
The DUO-FAST HAMMER TACKER 


Great for the bigger insulation and build- 
ing paper jobs. Good for metal lathe, 
too. You just swing it—the staples feed 
and drive automatically. 


DUO-FAST STAPLES 


Packed the Way You 
Like ’em! 


In handy 1M packs, or in 
boxes of 5M. Chisel or di- 
vergent points. Rosin coated 
if desired. 


boxes, wall signs, envelope stuffers, to 


help you sell. 


if you operate a sash and millwork shop, or if you do prefabrication work, you will 
want to check into the Duo-Fast Staple Nailer and DUO-FAST Brad Gun. 


Write for the name of the DUO-FAST office in your area. They will be happy to give 
you the complete DUO-FAST story, and demonstrate the DUO-FAST Tackers for you. 


FASTENER CORPORATION 3754-56 River Road, Franklin Park, Illinois 


LUO-FAST :::: 
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Builder Asks Federal Aid 
To Cut Mortgage Costs 


CuicaGo—Carl T. Mitnick, outgo- 
ing president of the National Associa- 
tion of Home Builders, favors the 
Emergency Home Ownership Bill in- 
troduced in Congress by Rep. Albert 
Rains (D., Ala.), which would pro- 
vide $1 billion for Fannie Mae to buy 
Government-insured mortgages at par. 

In a _ press conference at the 
NAHB Exposition, Mitnick said that 
there is no shortage of mortgage mon- 
ey but that the price forced up 
monthly payments and made new 
homes too expensive for low and mid- 
dle income buyers. 

His answer is special financial as 
sistance from the Government. 

The NAHB organization has not 
taken a stand on the Rains measure. 

In another interview, Sen. Homer 
E. Capehart (R. Ind.) said that he 
opposed the Rains measure. 

Mitnick said that the current hous- 
ing outlook should be about 1,500,- 
000 units a year. Along with other 
forecasters at the NAHB show, he 
predicted an annual housing output 
of 2 million units by 1970. 


Distributors Announced 

* Wikelund, Inc., Wausau, Wis., has 
been named a wholesale distributor of 
Azrock Floor Products by Azrock 
Products Div., Uvalde Rock Asphalt 
Co., San Antonio. 

* Seven new distributors of Ply-Gems 
Prefinished Genuine Hardwood Pan- 
els have been appointed by Industrial 
Plywood Co., Jamaica, N. Y. They are 
Jacob Levy & Bros., Louisville, Ky.; 
Southern Sash of Montgomery, Ala.; 
Wholesale Builders’ Supply Co., Bris- 
tol, Va.; Stott Bldg. Supply Co., St. 
Paul, Minn.; McClure & McClure, Inc., 
Johnstown, Penna.; Kimball-Tyler 
Sales Co., Baltimore, Md.; and Fur- 
man Lumber Co., Boston, Mass. 

* Lumbermen’s Supply Corp., Spo- 
kane, Wash. and Kochton Plywood 
Co. of Chicago and Saginaw, Mich. 
have been appointed distributors of 
panel products by the Silvatek Divi- 
sion of Weyerhaeuser Co., Tacoma, 
Wash. 





JUST MAIL THE CARD... 


We do the rest. Try the new inquiry card 
on the back cover for the fastest service 
yet on new products, sales aids, literature 
and equipment. It’s postage-free, easy to 
use. 
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In gardening Tale 


selling to gardeners... 


akeliaiialeMe-jeleter-1-Tel-) 
like a Green Thumb 
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R 
G reen Th U Mm b a magical name with gardeners .. . 


the only quality line specially designed and superbly finished for 


today’s fabulous home-gardening market. 
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TODAY’S MOST POPULAR GARDEN TOOL 


Only GREEN THUMB offers this strong and balanced trowel, with drop forged shank, in lustrous 
chrome. One of a matched set of chrome-finished garden tools, each retailing profitably at 98c. 


You get the newest items, the best values when you order your lawn and garden tools from your 
GREEN THUMB wholesaler. 
THE UNION FORK & HOE COMPANY, COLUMBUS 15, OHIO 
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MEN /n the news 


Walter J. Wood and Sam M. Nickey 


Oak Flooring Officers 

Sam M. Nickey, 
Nickey Brothers, Inc., Memphis, is the 
new president of the National Oak 
Flooring Manufacturers’ Association, 
succeeding Walter J. Wood of E. L. 
Bruce Co., Memphis. 

Named vice-president at the group’s 
recent Golden Anniversary meeting 
was J. R. (Jim) May of Veach-May- 
Wilson Co., Alcoa, Tenn. 

NOFMaA gained four new members 
in 1959, Wood said in his final pres- 
idential report. Its members account 
for more than 90% of the nation’s 
entire hardwood flooring volume, he 
said. 


E. J. Schultz Ernest F. McClannan 


* E. J. Schultz has been named vice- 
president in charge of sales of the 
Abitibi Corp., Detroit, Mich., advises 
president D. W. Armbridge. Schultz 
has been general sales manager ot 
the company since its incorporation 
in 1956 and also is a member of the 
board of directors. 


¢ Huttig Sash & Door Co., St. Louis, 
Mo., announces the appointment of 
Ernest F. McClannan as general sales 
manager. 


* Louis W. Jander has been promoted 
to general sales manager of Yale Ma- 
terials Handling Div., The Yale & 
Towne Mfg. Co., Philadelphia. 


¢ The National Lumber Manufactur- 
ers’ Assn. announces the appointment 
of Robert O. Lee, public relations, ad- 
vertising and sales promotion director 
of Georgia-Pacific Corp., Portland, 
Ore., to the association's Government 
Relations Committee and also its Na- 
tional Wood Promotion Committee. 


* Paul A. Scholl has been named ex- 
ecutive vice-president of the Malta 
(Ohio) Manufacturing Co. 


president of 


More and More, New School Specs 
call for 


Chneie 


~~ PRESSURE TREATED 

















Typical areas poameeed 
protection of pene et 
Pressure Trea WwW 
iding, 
All weather-exposed § 
a) natural finished or painted. 
II sleepers or nailing pieces 
uae gymnasium floors, or 
Ea where members are laid over 
concrete. 
ep A roof and overhang areas. 
All structural members 


where moisture can collect 


4 and where subject to ex- 
tremes of temperature. 
All sills within 18” of the 


& ] ground or in contact with 
cement (24” in South). 


OSMOSE Pressure Treated 
Lumber eliminates wood 
substitutes. .. builds more 

* business for you ! 


LUMBER 








GET YOUR SHARE OF 
THIS FAST GROWING, 
PROFITABLE BUSINESS 


The exclusive Osmose method gives posi- 
tive protection against decay, termites and 
mold...assures long-lasting building 
economy. OSMOSE Treated lumber lasts 
3 to 5 times longer than ordinary lumber 
It acts as a prime coat and holds paint bet- 
ter... with resultant savings usually enough 
to pay for the original treatment. Years 
of field experience prove it keeps main- 
tenance cost down, is clean to handle, is 
non-corrosive and results in satisfied cus- 
tomers. There are hundreds of uses for 
Pressure Treated Lumber. Advise your cus- 
tomers that you can supply OSMOSE 
Pressure Treated Lumber,— in fact, carry 
it as a regular stock item for the light con- 


struction trade. 


Pressure Treating Plants 
) from Coast to Coast. 
Write for name 
: Y of nearest Supplier. 


OSMOSE WOOD PRESERVING CO. OF AMERICA, INC. 


985 Ellicott Street + Buffalo 9, New York 
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Why Santa Didn't Come 


Christmas merchandising plans flopped for numerous 
dealers, who alibi their failure, but pledge to do better 


next December. 


HRISTMAS isn’t what it could be 
for a lot of lumber dealers. 
Holding a post-mortem on the hol- 
iday shopping season, many dealers 
admitted they hadn't attempted any 
Christmas promotion, except in a 
half-hearted fashion. 
Their defense, also half-hearted, 


was that competition from so many 
sources from department stores to 
discount houses, didn’t make Christ- 
mas merchandising worthwhile. Fur- 
thermore, people never think of a 
lumberyard as a source of Christmas 
gifts. 

This merchandising defeatism was 
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PRATI & 
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R VARNISH 


QUICK DRYING) 


{ 


Furmi wk and Tnoleum 


So A) TRIE RARE IR a 


AMBERT-.-Inc, - BUFFALO « Fopr 


PROFITABLE FOR YOU...for your customers, too! 


e Famous brand, widely known. 
e Has many different uses. 


e For interior floors, 
woodwork, furniture. 


e In Clear Gloss, Satin, Dull 
or Colors. 


SELL P&L 


e Quick drying, easy to apply. 

e A safe finish; not slippery. 

e Cleans easily with damp or 
dry mop. 

e Won't water spot. Never 
needs waxing. 


the brand most frequently specified by architects, 


acknowledged by painters to be definitely superior 


“eo NEW YORK e@ BUFFALO @e CHICAGO @ FORT ERIE, ONTARIO 


paINT ano VARNIsp 


~ the paint of professionals for over a century 
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offset by a number of dealers, who 
told American Lumberman reporters 
what made their cash registers sing a 
merry, holiday tune. Unusual promo- 
tions sparked many sales and resulted 
in good publicity. 

Christmas tree folly. As a_ traffic 
idea and public relations gimmick, 
Christmas trees may be all right, but 
they don’t add up to much in dollar 
sales, dealers agreed. 

“The trouble is that you can buy a 
Christmas tree on almost any corner 
in town,” moaned Louis Nathan, ad- 
vertising director, Rose Bros. Co., 
Cincinnati. His firm sold trees for the 
first and last time last Christmas. Sales 
were good on Sundays, bad other 
days. 

There was such a glut of trees in 
Omaha that Boyer Lumber Co. was 
left with 8,000,.which helped make 
the annual Boy Scout Christmas tree 
bonfire a crackling success. One cus- 
tomer bought two station wagon loads 
to use as a duck blind. 

In Minneapolis, Johnson-Cashway 
offered a Norway pine free for $2.95 
with any purchase and the promotion, 
along with ping pong tables, went 
over well. In Kansas City, R. L. 
Sweet Lumber Co. continued their 
policy of climaxing their annual 
Christmas party for contractor cus- 
tomers and their families with a free 
Christmas tree. The 10 to 4 party 
included refreshments and a tour of 
the millwork and plant facilities. 

Bob D. McMichael, president, Dix- 
ie Lumber and Supply, Inc., Fort Lau- 
derdale, Fla., said December was the 
best month in seven years. Loan of 
the yard’s trucks to four or five 
churches for hayrides and Christmas 
caroling resulted in good publicity. 
The firm also made a donation to a 
local civic organization. 

In Palo Alto, Calif., T & H Build- 
ing Supply joined with the local mer- 
chants association in a coop advertis- 
ing campaign. Drawings of ad cou- 
pons for $25 gift certificates and a 
$200 grand prize were made in each 
of the member stores. Store spokes- 
man W. J. B. Triplett said the pro- 
motion helped store traffic. 

Dig dolls. How a gift gimmick 
can be used to swell holiday traffic 
was told by Martin Cohen, president, 
Hilco Lumber Co., Philadelphia, who 
reported a 25% increase in December 
business. 

Hilco advertised a $3 value doll for 
$1.87 to any customer who purchased 
$5 or more merchandise. The firm 
sold over 1,000 dolls, all gift-boxed, a 
record that topped the two previous 
years this promotion was featured. 

“It has grown so popular,” Cohen 
said, “that customers were asking as 
early as October when we were going 
to start our Christmas special” 

Plywood cutout patterns furnished 
by the Douglas Fir Plywood Associa- 
tion appeared to be the most popular 
single item merchandised at Christmas. 
Firms mentioning success in this field 
included National Lumber, St. Paul, 
Minn.; Minton Lumber & Supply, 
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Mountain View, Calif., especially 
sleigh and reindeer pattern, paint and 
glue sales as go-with items; Boyer 
Lumber Co., Omaha, creche plan; 
Bargain Spot Lumber Co., Kansas 
City, Mo.; Northwest Lumber Co., 
Dallas, plywood cutouts sellout early 
in season. 

Other good sellers: Christmas horses 
and platforms, Jerome Grunthalt, own- 
er, Good Lumber Co., Philadelphia; 
tools and hardware items, especially 
packaged, Clermont Lumber & Sup- 
ply Co., Milford, Ohio; work benches, 
ping pong tables and_ refreshment 
bars, Rose Bros, Cincinnati; ping pong 
tables and basket ball backboards, 
Lakewood (Colo.) Lumber Co. Cut 
from exterior plywood, the  back- 
boards sold well for $7.95. Success 
with power drills, sanders and buffers 
at Mack Lumber Co., Hollywood, 
Fla., was credited to aggressive sell- 
ing by their counterman by David 
Coay, secretary-treasurer. 

Slow sale of plywood underlay- 
ments was attributed to competition 
from other outlets by owner W. Rob- 
ert Cameron, Cameron Lumber Co., 
Dania, Fla. Other dealer comments 
on the Christmas merchandising pic- 
ture: 

“With so many discount houses in 
this area (Cincinnati), it’s getting 
harder to make a profit . . . people are 
too busy to think of shopping the 
lumberyard at Christmas ... the 
lumberyard does not lend itself too 
well to Christmas buying.” 

“Actually, we felt we could rest on 
our laurals and depend on our usual 
drop-in trade,” admitted Joe Scavo, 
president, Standard Lumber & Hard- 
ware Co., Denver. “We had the stock 
and could offer the same credit as the 
big department stores, but we failed 
to keep the public informed with a 
few more ads.” 

“You must have a coordinated pro- 
gram,” concluded Herman Davidson, 
sales manager, Park Lumber & Supply 
Co., Deer Park, Ohio, “but the effort 
is definitely worth it.” 

Davidson admitted failure to push 
Christmas business in °59, but .is de- 
termined to have a_ well-rounded 
Christmas promotion this year be- 
cause “‘it definitely creates store traf- 
fic you normally would not have.” 


How to Obtain Open Space 
For City and Suburbs 


WASHINGTON—A time-tested legal 
device, the easement, provides a good 
way to preserve America’s rapidly 
disappearing open space against spoil- 
age by urban sprawl. 

An easement is an extension of the 
right of eminent domain. The owner 
retains the land for “reasonable use”, 
but gives up his right to develop it 
into a subdivision or deface it with 
billboards. 

Technical Bulletin 36, which ex- 
plains the “conservation easement” in 
detail, may be purchased for $3 from 
the Urban Land Institute, 1200 185h 
St., N.W., Washington 6, D.C. 
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FRANTZ 


No. 2400 SERIES 


FILUMA DOOR* 


made of Fiberglass with Aluminum Frame 














Se ied 


New, Smart, Beautifull | 


Strong Aluminum Frame... 
has overlapping joint between 
sections to seal out weather. 


Always New Looking... 
Light hosing keeps smooth 
surface clear and color bright 


ink Sag 


ORS. 


Lets light in. Colorfully translucent, the Frantz 
“FILUMA" comes in yellow, white or coral. Blends 
beautifully. It diffuses a soft daylight inside the 
garage, eliminating dark areas. 


Keeps weather out. "FILUMA" 4-Section Doors 
utilize sculptured FILON Fiberglass. Guaranteed 
five ways ... shatterproof, weatherproof... nylon 
reinforced for extra strength . . . backed by a light- 
weight rugged frame of extruded, tempered Alumi- 
num. Fleximatic guide seals top of door against 
header—entirely automatic. Positive overlapping 
joints between sections. 


Eliminates Painting. Easiest of all doors to 
maintain. Clear-through color, never needs painting 


A New concept in garage door engineering. 
A complete “FILUMA” Door weighs only “% as 
much as the same size wood door. Installs more 
quickly, operates amazingly easy. Cannot bind or 
warp. Requires only 11%” headroom. Zinc-plated 
hardware and track, Chrome handle, inside-outside 
latch, full 14 inch radius curve. Complete range of 
single and double width sizes from 8’ x 6’6” to 18’ x 
7’ inclusive. Write today .. . or wire now! 


eerereoceereoee eee eeeeeeeeeee 
FRANTZ MANUFACTURING CO., STERLING, ILL. 
RUSH COUPON for DETAILS TODAY 


Name 





Firm 





Address 








City State 


*Patent Pending 
@eeeeeeeeseeeeeeeeeeeneeeenee 
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Don't miss the Hines Exhibit at these trade meetings: 
Michigan Retail Lumbermen's Assn., Grand Rapids, Feb. 2-4 

Middle Atlantic Lembermen’s Assn., Atiantic City, Feb. 3-5 

Wingis Lumber Dealers’ Assn., Chicago, Feb. 9-11 

Western Pennsylvania Lumber Dealers’ Assn.. Pittsburgh, Feb. 16-18 
Wisconsin Retail Lumbermen’s Assn., Milwaukee, Feb. 16-18 
Nebraska Lumber Merchants’ Assn., Omaha, Feb. 17-19 

Ohio Retail Lumbermen’s Assn., Columbus, Feb. 23-25 


Only w ste is the sawdust! The Hager Manufacturing Company of Widewood *4” x 24” in 16’ lengths, clear grade. Sawing one piece in 
Mankato, Minnesota, uses Hines Widewood to make pre-cut closet half makes the sides of a closet wall unit. Three cuts in a second piece 
wall units, cabinet ends and other types of millwork. Hager buys Hines yield the top, bottom and shelves. Sides are rabbeted to hold shelf ends. 


34 February 1, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 

















WITH FOUR SAW CUTS 


Send for free samples today! | N a S 
Hines Widewood filis certain material needs better than any Just call or write the man from 


other wood product. Better than lumber because it comes in ; y 
wider widths and with less tendency to warp or twist. Better ee ee na 
than plywood because you can nail or screw into the edge and mine Meo Paine pape 

the edge needs no special finishing. Easier to saw, too. It’s the 


Most versatile new wood product since plywood! 


ideal material for closet walls, counter tops, cabinet ends, plat- 
forms, soffits, cornices, fascia, shelving...or any use where a 
stable, extra-wide board is desirable. Its possibilities challenge 
the imagination. Widewood can be made any size up to 50” wide, 
24’ long and 4” thick...and 100% clear if you want! 

In manufacturing Hines Widewood, selected pieces of top qual- 
ity kiln-dried Ponderosa Pine are electronically bonded with 
water-proof glue. Pieces are joined end to end with a special 
precision-cut joint that, when glued, is stronger than the wood 
itself. Panels are sanded smooth at our mill, ready for finishing. 
Available in any quantity in mixed cars of Ponderosa Pine. 


February 1, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 


Edward Hines Lumber Co. 
200 S. Michigan Avenue, Chicago 4, Illinois 


Please send me free samples and information about Hines Widewood 


Name 

Title 

Company 

Address 

City___ : Zone State 
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NEWEST LAND ACQUISI- 
TION by Jack Nowell is 
this 110-acre property 
which is across road from 
a previous development 
by the Cleveland, Miss., 
lumber dealer. Land ex- 
tends beyond church, as 
pointed out by Nowell. 


Success and Failure with Land 


Small-city dealer with years of experience in land development and build- 
ing advises: Learn to take the long-range view. 


MAJOR DEVELOPMENT by Nowell Lumber Co. is shown below. Since picture was taken, houses have been built by Nowell on lots 
at far left, with only one house remaining to be sold. Dealer also develops and builds smaller projects. He takes contracts on 
home improvements, but generally subs out labor. 


‘ 




















Je ‘“K NOWELL is reputedly one 
of the shrewdest lumbermen in 
the state of Mississippi; other dealers 
say that his every business decision 
inevitably turns to gold. So it’s quite 
a surprise to hear Jack admit busi- 
ness mistakes. 

Driving around his Delta town of 
Cleveland, traveling from lumberyard 
to his many impressive building pro- 
jects, you hear Jack’s refrain: 

“Sometimes when I should have 


said ‘yes,’ I said ‘no.’ And sometimes 
when I should have said ‘no,’ I said 
‘yes.” 


What he refers to is the purchase 
of land. Development of residential 
tracts is an important part of Nowell 
Lumber Company’s — million-dollar 
business, pulling in more than its 
share of profits and creating a sizable 
amount of materials sales. But land 
is tricky and it requires a different set 
of rules than those you use in buying 
and selling building materials, Nowell 
explains. 

“If you flub a good buy on lumber, 
you can usually get another deal soon- 
er or later that’s almost as good—or 
better,” he explained. “But it’s not that 
way with land. You say no when 
you should have said yes and the land 
is usually gone forever. Or, you say 
yes when you should have said no 
and you are stuck with a sour piece of 
real estate, which can be costly for 
years.” 

Nowell can freely admit to a few 
mistakes because most of his land de- 
cisions have been eminently success- 
ful, He’s an old hand at controlling 
his sales. 

Over several years, Nowell has 
completed or is now developing 16 
different properties, ranging from six 
to more than 100 acres—most of 
which are in or adjacent to Cleveland, 
a city of 10,000. Only one of his 

ts could accurately be termed 


ers, he has turned a neat enough pro- 
fit, but he considers them mistakes 
because he could have made more. 

“I learned that you’ve got to have 
a little foresight,” Nowell explained 
“In 1951 I bought six acres at $500 
each. Four years later I bought 30 
acres nearby for $1,250 each. The 
next year I got 17 more acres at 
$1,500 an acre. These tracts were near 
each other. I could have bought all 
of them for the $500 price. See what 
I mean?” 

Of those deals which got away 
where he should have said yes in- 
stead of no—Jack said: “It hurts to 
let somebody else say yes and a year 
later see his houses selling fast.” 

Watch the market. The worst mis- 
take, in Jack’s opinion, is trying to 
develop a tract in a town that is 
simply too small for a subdivision 

“I had a branch yard in a town of 
3,000 people,” he explained. “In the 
hope of creating business for this 
branch I bought some property which 
I split into 35 lots. Only nine of these 
lots have been sold and I’m paying 
taxes on all the rest, with the streets 
in and everything.” 

This experience taught Nowell two 
lessons. First, measure a market care- 
fully. Just as important, don’t record 
the land as a subdivision until you are 

(continued on next page) 





ready to build, “Taxes on subdivided 
land can be three times the taxes on 
farm acreage,” he said. 

“Go ahead and lay out the tract 
But keep the plan in your pocket 
until you’re ready to go ahead with 
construction,” he advised. 

Nowell said that the average dealer 
need not invest in  road-building 
equipment. He contracts this work to 
road builders at their convenience. As 
for laying out the plot, Nowell hires 
an engineer on a fee basis. “It pays 
to get a professional,” he said. 

Sales plan. In most cases the Nowell 
Lumber Co. builds speculative houses 
on its own land, sub-contracting the 
labor. Then he lets Cleveland real- 
tors sell the homes. 

“This is not a perfect setup be- 





SWITCH TO ALUMINUM windows came 
when dealer Nowell began building 
homes in $11,000 range. ‘‘When you 
are a builder you sometimes take a dif- 
ferent attitude on products than if you 
just remain a supplier,’’ Nowell said. 
He shows how aluminum fin is used with 
VY," Strongbord. Asbestos siding is 
nailed directly onto this wallboard. 
Nowell buys aluminum windows as a 
distributor. 


cause you cannot control the real 
estate salesmen and you hate to pay 
the commissions,” Nowell added. “But 
I already have enough to worry about, 
so I don’t want to have the extra 
burden of hiring real estate salesmen.” 

Nowell also advises against cus- 
tom building if you can possibly get 
into speculative housing, even on a 
modest scale. “When you build your 
own homes you can use the materials 
and specialties which you can buy 


most effectively in your lumberyard,” 
he explains. 

Co-op. To insure an adequate re- 
serve for future growth of Cleve- 
land, Nowell has some 175 acres of 
land. This includes a 110-acre piece 
which he just recently acquired. It 
also includes one tract which he 
bought cooperatively with another 
lumber dealer. Nowell will develop 
one side of the tract, his competitor 
will develop the other side. 

“The lumber dealer today must 
control his materials sales. Land is 
not the only way to do this—but it is 
a good way, especially when combined 
with speculative building under your 
control. But you’ve got to take a 
long-range view,” Jack Nowell con- 
cluded. 


10-HOME DEVELOPMENT is latest Nowell Lumber Co. project. These homes qualify for FHA-insured mortgages; they sell for $11,- 
500. Real estate agents handle sales of new homes for the lumberyard. 
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ADOLPH TESSNESS, 26-year-old vice-president of Montgomery 
Lumber Co., Belle Fourche, S. D., whose drawing board is a 


powerful sales weapon. 





TWO SPLIT-LEVEL HOMES designed by Tessness. The one with 
vertical siding sold for about $14,000, the other for $16,000. 


Small-Town Draftsman Taps $330,000 


25 new homes and 50 remodeling jobs sold last 
year as a result of dealer's plan service—part of 


Dealer Sales Control. 


N BELLE FOURCHE, S.D., a 

community of only 5,000, an im- 
pressive $330,000 volume went across 
a drafting board of the Montgomery 
Lumber Co. last year. 

“A draftsman can be a great asset, 
even in a small town,” said J. E. 
McTavish, president of the firm. “If 
you secure a conscientious person he 
can more than pay his way with in- 
creased business.” 

Twenty-five new homes averaging 
approximately $12,000 each and bet- 
ter than 50 remodeling jobs at an 
average of $600 each were designed 
on Adolph Tessness’s drawing board. 

“Plans from plan books, or mag- 
azines, encourage people to build or 
remodel,” adds McTavish. “But we 
noticed that if you provide a little 
personal service and _ consultation 
along with this, you have gained an 
additional step toward making a sale.” 

Service pays. “For example, just 
recently an elderly couple were scan- 
ning plans and magazines for a home 
that would fit their 50’x140’ lot in 
a neighboring town. They selected 


two plans, but neither incorporated 
the little features that fit their per- 
sonal needs. Hearing about our draft- 
ing service, they brought these plans, 
with their problems to us. We drew 
a design which included the extras. 
The result was a sizeable sale.” 

Another instance was the quick sale 
of a new ranch home 70 miles from 
Belle Fourche. “We took the people 
out to this place to get first-hand in- 
formation of the grounds and find out 
what these people wanted in a home. 
They were so impressed with our 
service that within 30 minutes we had 
closed a deal for a new $17,000 
home.” 

Montgomery Lumber Co. has two 
sets of charges for drawing plans. 
Where plans do not have to be sub- 
mitted to FHA, they charge 3¢ per 
square foot; otherwise, 5¢ a square 
foot. This applies to both new con- 
struction and remodeling. Customers 
do not mind paying this charge it 
they get service, McTavish finds. 

“To insure ourselves of a satisfied 
customer we always follow the con- 
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struction on all plans we draw,” said 
Tessness. “By rechecking we are able 
to catch any errors that could be 
made. For example, after a kitchen 
or bath is built, we recheck measure- 
ments to insure the proper fitting of 
cabinets that were scaled for the job 
Carpenters can make mistakes.” 

Ranch business. During off-con- 
struction season, the drafting service 
is utilized in developing items for use 
by the ranch trade, the bulk of the 
Montgomery Lumber’s business. Stock 
feeders in all sizes are of major de- 
mand 

“No set measurements can be made 
to suit all ranchers on these feeders,” 
explains Tessness. “Some may want 
it 10 feet in length and possibly 3 
feet wide. Others may want it wider 
and longer. Some prefer to do their 
own setting up, having us precut. In 
this latter case, our charge for cutting 
lumber is $2 per hour.” 

Adolph Tessness, 26, has been with 
Montgomery Lumber for four years 
His first job was helping unload a car 
of sand. McTavish went out to observe 
his newly-acquired working crew; 
only Tessness was hard on the job 
This conscientiousness won him a 
permanent job plus a year’s school- 
ing at Dunwoodie Institute, Minnea- 
polis. 
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HEADQUARTERS BUILDING of Denver Reserve Supply includes a 50,000 square 
foot warehouse, shed and rail siding facilities. Site occupies 5 acres. Twenty-five 
employes including two outside salesmen are on the payroll. 


Denver Reserve Supply Sales Up 28% 


DENVER—Now in its 32nd year, 
Denver Reserve Supply Co. pio- 
neered the dealer-owned wholesale 
field in this metropolitan area. R. E. 
Spencer, Spencer Lumber Co., one 
of its founders, explains the original 
motive this way: 

“We wanted to organize a firm 
which would give us a wide lumber 
selection, permitting us to profit from 
volume purchases and at the same 
time reduce our investments in indi- 
vidual yards.” - 

Denver :Reserve Supply currently 
carries an average inventory of $400.- 
000 and does approximately $3 mil- 
lion in annual sales. Sales are not 
limited to the 38 members, who con- 
trol 134 retail yards. 


“Our purpose today, as it has al- 
ways been, is to operate 100% whole- 
sale,’ declared T. B. Todd, manager 
since 1940. “We realize the need for 
our services and our policy is to try 
and be an accommodation to any re- 
tail yard in the Rocky Mountain area 
rather than just a profitwise organi- 
zation.” 

Inventory stock consists primarily 
of the following items: millwork, 
roofing, wallboard, lime, plaster, in- 
sulation board, shingles, nails, steel 
and aluminum items. A full line of 
cedar and redwood is stocked, but 
only dimensional lumber is 2x4-8’. 

About 92% of purchases are based 
on car-lot buying and the remaining 
8% are pool cars. Whenever feasible, 


T. B. TODD, manager of Denver Reserve 
Supply since 1940. 


these cars are routed so lumberyards 
can secure their deliveries en route 
as the firm does not operate a deliv- 
ery system. 

“It is interesting to note the pat- 
tern of demand throughout the 
years,” asked Todd. “Roofing, lime, 
plaster, nails, etc., have been standard 
movers. However, in the last two 
years, we have witnessed a definite 
volume increase in plywood, redwood 
and Andersen windows (which are as- 
sembled in their shop and represent 
about 20% of their volume). And 
from all indications, these items 
should continue to show increases in 
the future.” 

Since moving into their $300,000 
plant in 1954, Denver Reserve has 
shown a 50%-60% increase in sales 
volume. Todd said sales were up 28% 
last year. 





Big-Scale Buying on Increase 


- To meet competition, more dealers are 
banding together to buy cheaper and mer- 
chandise better. 

«+ One reserve supply firm reports 1959 
sales over $24 million, which is 12% over 
previous year. Another reserve supply had 
an 87°%, sales increase last year. 


O-OP BUYING is still in its infancy on a nationwide 

scale, but more dealers than ever are showing a keen 
interest in buying as cheaply and advantageously as pos- 
sible on a cooperative basis. 

Two good reasons for this is the increased price compe- 
tition from cash-and-carry lumberyards and direct buying 
by the larger dealers. In some areas where cash-and-carry 
competition is admittedly hurting conventional dealers, 
many have turned to pool car shipments for the first time. 
New cooperative advertising and merchandising groups 
have organized in other areas. 

Talks with dealers indicate that while they are interested 
in buying to the best advantage, co-op buying groups are 
not the whole answer. 

“There is still a place for the independent wholesaler,” 
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remarked John Stark, Stark Lumber Co., Denver. “There 
is nO cO-Op organization anywhere that can buy and stock 
all items. It still behooves us to rely on independents for 
availability and fast service on many items. 

“For example, we recently needed timbers for a con- 
struction job. As we had stiff competition from steel beams 
for the job, the order could only be secured through fast 
delivery, thanks to a particular wholesaler who had it in 
stock. A co-op buying organization, however, can lay 
claim to alerting the independent wholesaler to a more 
aggressive merchandising attitude from which we all bene- 
fit.” 

Another Denver dealer, who belongs to neither of the 
cooperative dealer groups in his area—Denver Reserve 
Supply Co.* and Allied Retail Lumber Dealers—feels that 
no co-op organization is a “cure-all.” 

“There is a tendency to rely too much on co-ops to cure 
all the ills of a firm,” says L. A. Stookesbury, Economy 
Lumber Co., Denver. “The result is that you let down on 
one important point of business—aggressive merchandis- 
ing. It’s been proven in many line yards. You see some 
line yards forge ahead while others fall by the wayside 
eventually. Actually, every yard is an independent and its 
success will depend entirely upon its own policy or mer- 
chandising.” 

Dealer advantages of the Denver co-op groups (see 
*Reserve supplies usually sell to non-member dealers and are not, 


in the strict sense, organized for co-op buying. However, they are 
dealer-owned. 
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story at left) are pointed up by members. Speaking as a 
member of the Allied Retail Lumber Dealers, manager R. 
H. Bergman of the Arvada (Colo.) commented: 

“On an advertising basis, we find that a co-op has one 
advantage for us. Our individual ad in a local paper does 
not blanket the area we serve and the cost of individual 
ads in the metropolitan papers are almost prohibitive. We 
are now able to blanket our market area at a reasonable 
cost.” 

Interest in co-op dealer groups was voiced by non-mem- 
bers in various parts of the country. 

“We definitely would like to join one,” said Fred 
Kriechel, Jr., vice-president, Clermont Lumber and Sup- 
ply Co., Cincinnati. “I would like to see more information 
on the subject, not only in the trade magazines, but through 
panel discussions at dealer meetings.” 

Pool car shipments in the Cincinnati area are common, 
but no co-ops exist. Several dealers in the Lubbock, Tex.; 
White Plains, N. Y. and Delavan, Wis. areas, for example, 
buy cooperatively without any formal organization. 

“Lots of the smaller dealers get together and split car- 
loads or truckloads,” explained Lloyd Hendrix, Jr., part- 
ner, L. L. Hendrix Lumber Co., Lubbock. “We do more 
buying by the truckload than by the carload.” 

Lubbock dealers sometimes split cars on new products 
or products not stocked ordinarily, said J. D. Hunter, own- 
er, Hunter Builders Supply. 

Washington group. No co-op group has organized in Se- 
attle because of the keen competition among wholesalers, 
according to Dale Bierce, partner, Logan Lumber Co. The 

(continued on page 83) 


Types of Co-op Buying 

Cooperative buying takes many forms in the lum- 
ber and building materials industry. The most formal 
type of organization is a reserve supply company 
which owns or operates large warehouses and main- 
tains sizable inventories. 

Although owned by dealers and wholesalers, re- 
serve supply companies actively compete with inde- 
pendent wholesalers for business from non-member 
dealers. In this sense they are not 100% “coopera- 
tive buying” firms, but are simply dealer-owned 
wholesalers. 

A relatively new type of co-op setup is illustrated 
by the Allied Retail Lumber Dealers Association in 
Denver, which has some 60 stockholder-dealer mem- 
bers in three states. ARLDA buys in large quanti- 
ties but does not maintain warehouse inventories. 
Rail shipments are usually made to one dealer in an 
area and other dealers pick up their share of the 
order at his yard, One of the main functions of 
ARLDA is creation of advertising to tie-in with the 
special purchases. 

Another form of co-op is the franchised system 
which was pioneered outside the building field by 
such firms as Western Auto Stores. The dealer joins 
the chain for a specified sum but retains manage- 
ment control of his store. He receives goods at dis- 
count and obtains merchandising help. Lowe’s, Inc., 
a large building product chain in the southeast, has 
a franchised plan of this type for lumber dealers. 

An independent Canadian building wholesaler has 
a successful modified franchise plan among 150 of 
its retail customers. Quantity discounts are made to 
the dealers each quarter of the year. The dealer re- 
ceives a merchandising and advertising service as 
part of the plan. 

The most informal co-op is a group of non-com- 
peting dealers meeting occasionally to order pool 
shipments. The orders are often placed with whole- 
salers, rather than direct. 
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WHEN BUILDERS ASK YOU FOR 
LABOR-SAVING PRODUCTS, TURN TO... 


kewanee 


kesidontial, rtrrion STEEL DOOR FRAMES 





PLASTERITE UNIVERSAL “KWIK-FIT”’ 
INSTALLS BEFORE PLASTERING SNAPS OVER DRYWALL 
(Made under U.S Pat. Nos. 2,660,272; 2,835,933 and Canadian Pat. No. 563,915.) 


ALSO NEW: all-welded MASONRY DOOR FRAME 
FULL LINE OF “BUCK” WINDOWS FOR POURED WALLS 


STANDARD 2-LiTE SLIDER 








ALSO 
RANCH AND 
BLOCK "BUCK" 
WINDOWS... 





CASEMENT HOPPER VENT “BUCK” DOOR FRAMES 


OTHER KEWANEE QUALITY PRODUCTS 


@ Clean-Out Doors @ Utility Windows 


@ Ash Dumps @ Basement Coal Chutes 
@ Commercial Windows @ Steel Mortar Boxes, 
@ Lintels etc. 


Write for Literature 


ewanee Matin, (2 


260 WRIGHT AVE. e@ KEWANEE, ILLINOIS 
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BEST WAY TO“STEP UP” SALES 


Quality Hardware 


700 SERIES 


M-D Aluma-Slide 
SLIDING DOOR TRACK 


With new improved lower 
track, panels slide along on 
smooth ridges—not one flat 
surface. For any size cabi- 
net. Any ponel material. 
Comes in decorative Ala- 
crome, Anodized Albras, 
Anodized Albright or Ano- 
dized Satin. Compeltely 
packaged sets. Holes drill- 
ed—screws furnished. 


Sets available for 4”, 4", %”, 2” or %” sliding 
panels of glass, plywood, masonite, etc. 








“M-D MAIL BOXES 


Anodized Aluminum mail boxes in 400 

3 distinctive styles. Choice of 6 SERIES 

gorgeous color combinations. Never § 

rust, tarnish or need polishing. 

FREE engraved name plate avail- 

able with every box. 
SOHSSSSSSSSSSSSSSHSSSSESSSESEEHEEEEEE 


a 
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On ¥%” doors, hanger RV-1 
with deep offset is used on 
front panel. 

















On 1%” doors, hanger RV-! 
: with the deep offset goes on 
o bock punel, 


M-D OT-400 REVERSIBLE 
SLIDING DOOR HARDWARE 


Saves time! Cuts installation costs! OT-400 hangers are 
used on either %” or 1%” doors just by reversing 
their positions. Sturdy extruded aluminum track with 
built-in no-jump feature. Cadmium steel hangers with 
silent nylon wheels. Tubular packaged sets for 3, 4, 
5, 6, and 8 Ft. lengths. 


OPERATES 
SMOOTHLY 


Silent nylon bearing gliding 
in top quality extruded 
aluminum trock assures effort- 
less, trouble-free operation. 


Here's hardware that can't be matched for ease-of- 
Operation, ease-of-installation! M-D Folding Door Hard- 
ware can be used on any interior door, on any thick- 
ness, for every opening! Gives full access to closets, 
yet seves valuable wall and floor space. 


BUILDERS $2°.2.\""2., DEALERS °%°°%(°°* 
Hardware, Lumber your order 
and Build: will receive prompt 


WING S 


} OUpPly Vediers snipment 


f $ f 


MACKLANBURG DUNCAN CO 








..§ STEP OUT” WITH THE BEST/ 


and Building Products 





M-D CLOSET RODS 


with Nylon Hanger-Glides 
for wall-to-wall mounting—Style No. EXC 


Handy M-D Nylon Hanger-Glides slide along the 
sturdy, extruded aluminum rod silently and smoothly— 
with just the flick of a finger. It means no more tug- 
ging and pulling for clothes. Neater closets. Come in 
4 different, beautiful, anodized finishes. Each package 
contains closet rod, hanger-glides, end brackets, screws 
and instructions. 


“"]} 


{ / | a 
ken _ | 
with Nylon Hanger-Glides 

Shelf-Mounted. Style No. CRM 
Sturdy extruded aluminum is easily mounted under 
shelf, Comes in 4 attractive, anodized finishes. Smooth 
sliding Nylon Hanger-Glides are easily slipped into 
the mounted rod. May also be attached to ceiling for 
use with shower curtain, or to top of window or cornice 
for use as a drapery rod. Completely packaged sets in 
9 lengths from 36” to 96”. 


eee!!! "ad a 


~~ aes A 
ZW 


1 

eet 
("= ALUMINUM LEVELS 
iS. Both pro and amoteur are attracted to this 
gleaming, sturdy, extruded aluminum level. It's 
a high quality, precision tool at a sensible price. Tough, 


non-breakable Pyrex vials are replaceable. Glossy 

red interior with silvery satin top and edges enhance its 
appearance. 10 sizes from 18” to 96”. 

Individually packed in Poly tubing. 








M-D MOULDING AND TRIM 
All shapes available in Anodized finish 


Wide variety of shapes and sizes for all thicknesses of 
material. Available in permanent, high quality anodized 
aluminum finish—also furnished in polished aluminum, 
brass or stainless steel. Whether anodized or polished, 
the finish is unsurpassed in quality. Through constant 
checking and control, M-D produces a satiny anodized 
finish that is both beautiful and permanent. 


COO COSOOHHOEOOHHEHHHHEEESEEEEEEESS 
Caer os 


Extra heavy built 
for heavy duty 


Standard weight for use 
between floor joists 


M-D FOUNDATION & CORNICE VENTS 


Here's variety to meet your 
customers’ needs. Die-cast 
aluminum vents for crawl 
spaces or cornices... in 2 
styles for brick or concrete 
block construction. M-D 
Louvered Cornice Vents are 
made of heavy-gauge 
stamped aluminum with re- 
inforcing ribs for extra | 
rigidity. Also available in 
Anodized Albras finish. Two 
sizes—4"%16" and 8"x16". 
Easy and ready to install. 
Dozens of uses for ventila- 
tion in new homes or for 
remodelling. 


No. 416 Louvered Cornice Vent 


No. 816 Louvered Cornice Vent 


MACKLANBURG-DUNCAN CO. 


Manufacturers of Quality Building Products * Box 1197 * Oklahoma City 1, Okla. 
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HOUSE 
FABRICATION 


Factory-Made Components 


THE DAY MAY NOT BE FAR OFF when major building product manu- 
facturers will offer completed wall and roof sections for dealer inventory 
and sales. Prominent industrial firms are beginning to lift the veil around 
research of housing components which the retailer will stock as panels, 
rather than buy and sell pieces for yard or site fabrication. 

Various plans, such as those of Masonite Corp., have been publicly dis- 
closed during the past year. During the last month the following develop- 


ments have been announced. 


U.S. Plywood Buys Prefab Components Firm 


New York—United States Ply- 
wood Corp. has entered the field of 
prefabed building components by pur- 
chase of Panelbild Systems, Inc., Seat- 
tle manufacturer of _ stressed-skin 
panels. 

Gene C. Brewer, president of the 
big plywood corporation, said that the 
firm was acquired because “this is a 
whole new concept of building, which 
has recently gained tremendous mom- 
entum.” 

He disclosed that the Seattle plant 
of Panelbild will be expanded and 
studies are underway for location of 
possible additional plants. “Since we 


know that long-distance transportation 
of large components is not economi- 
cal, we visualize additional manu- 
facturing points, coordinated with our 
present network of 124 branch sales 
warehouses,” he said. 

U.S. Plywood had previously an- 
nounced that the roof on part of its 
particle board plant going up in South 
Boston, Va., is using pre-stressed ply- 
wood panels made by Panelbild, Inc. 
(A.L., Jan. 4, p. 23). 

Peter Bilder, founder of Panelbild, 
will continue as operating head of the 
firm, which becomes a subsidiary of 
U.S. Plywood. 


MONTHLY A. L. REPORT 
(See also pages 
56 to 59) 





““COLORIB”’ BUILDING PANELS with sel- 
ection of seven baked-on enamel colors, 
now available from Aluminum Corpora- 
tion of America, come in 8’, 10’ and 
12’ lengths, each 5034” wide with 48” 
of coverage after overlapping. The light- 
weight components are shipped in car- 
tons containing 10 sheets. Alcoa claims 
they are competitively priced for such 
uses as farm building, carports, patio 
coverings, fences, motel and store fronts. 
Accessories include split ridge cap, gam- 
brel and wall flashing and colored alu- 
minum nails. 





Plastic-Core Panels Now in Production 


PITTSBURGH, PENNA.—The new De- 
troit plant of Koppers Company, Inc., 
is now in commercial production of 
sandwich building panels with plastic 
cores. 


DYLITE PANEL HOUSE now under con- 
struction at Ypsilanti, Mich. The wall 
panels use a plastic foam core made by 
Koppers Company, Inc. 


44 


B. R. Sarchet, manager of housing 
and panel development for Koppers’ 
plastic division, said that “Dylite” is 
the trade name for their expandable 
polystyrene used for the core of the 
sandwich panels. 

Presently-available building materi- 
als are used for the exterior and in- 
terior facing of skins, which are 
bonded to the foam core to form 
the complete panel, Sarchet said. 

The foam-core components were 
used in the NAHB Research House 
in South Bend, Ind. and also in the 
new two-story NAHB Research 
House in East Lansing, Mich. 

Dylite panels are said to have high 
moisture resistance and provide in- 
sulation against heat and cold. They 
are also strong and light weight, mak- 
ing for ease of construction, the Kop- 
pers people point out. 


DuPont Predicts Use of 
Load-Bearing Components 

WILMINGTON, DeL_.—I nex pen- 
sive homes may be built of prefabed 
panels that contain their own built- 
in insulation, utility and heating-cool- 
ing lines and so light in weight that 
they could simply be clipped together, 
according to the E. I. DuPont de 
Nemours & Co., major chemical pro- 
ducer. The panels were described by 
DuPont in this way: 

In a space between two sheets of 
any rigid material, two or more 
chemicals are poured together, simi- 
lar to the cold-making chemical in 
home refrigerators. As they combine. 
the chemicals produce a dense foam; 
one is called urethane foam, which 
fills the entire inner area of a panel. 
As the foam hardens it becomes 
structurally rigid and strong and 
serves as an adhesive, bonding the 
surface “skin” tightly to the unit. 
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Advertisement 


NEW PRODUCTS 


COMBINATION 
STRAPPING UNIT 


A money-saving 
strapping ‘‘pack 
age’’ including 
stretcher cutter and 
dispenser—at a 
low-cost package 
price, is now avail- 
able. Write: Dept. 86, 
A. J. Gerrard, 1952 
Hawthorne Avenue, 
Melrose Park, Illinois. 


Circle No. 2 on Handy Cover Card 


STRETCHER 
and SEALER 


Faster Production Line Strapping... 


P...-.- Wy USING ONLY ONE TOOL! 


ping boxes, cartons, and bun- 


dling of compressible objects. 
Also, easy to operate sealer for use with %” j 
strapbinder seals. Write: Dept. 84, A. J. 
Gerrard, 1952 Hawthorne Avenue, Melrose _ 
Park, Illinois. ALL STRAPPING OPERATIONS 
Circle No. 3 on Handy Cover Card COMBINED .. . New tool tensions, places va 


ea seal in position, seals and scores strap for 
easy break-off. Strapping time is reduced 


OVAL STRAPPING ... Strap waste is eliminated. , 4 No time lost to 





MACHINES FAST & EASY TO USE. This new line change tools or 
of A. J. Gerrard Stretcher-Sealers does the ie hunt for strap end 
job faster, easier, wherever strapping Is re- 
quired—closure of television sets in corru No wasted strap 
gated cartons, strapping export boxes, e Continuous take up from reel 
palletizing cartons of nails, packaging of 





screw products. e Rugged durable construction 





FOR COMPLETE SPECIFICATIONS 
and our special handbook of strapping and 
materials handling products, use the coupon 
below or circle the reader service card. 


"Anveoo, OF sepa oe 
Are available in several sizes and styles to rts casein cg 
meet practically every industrial requirement. 
Write: Dept. 93, A. J. Gerrard, 1952 Haw FREE NEW CATALOG 
thorne Avenue, Melrose Park, Illinois. 

Circle No. 4 on Handy Cover Card 


ee et ae a 
STRAP AND WIRE | A. J. GERRA RD aatmioans 
CUTTER & COMPANY 

MELROSE PARK, ILLINOIS 


Aste), 


1952 Hawthorne Avenue . 


| Please send complete specifications on your combination stretcher-sealers— Models 


2302 and 2303. 
Send free copy of handbook of strapping and materials handling products 





: N 
Dual purpose cutter—cuts oval strapping, up COMPANY... 


to ¥,” wide flat strap, as well as 14 gauge 

and finer round wire. A valuable tool that 

pays-for-itself in any receiving or shipping 

department. Write: Dept. 41, A. J. Gerrard, 

1952 Hawthorne Ave., Melrose Park, Illinois 
Circle No. 5 on Handy Cover Card 
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E-Z POUR 


BASEMENT WINDOWS 


For poured 
concrete 
construction 


window ventilator of heavy 


MORE THAN 4,979 MILCOR 


INSTALLATION SAVINGS QUALITY BUILDING PRODUCTS 
SELL MILCOR E-Z POUR per quantities for mixed-load savings 
BASEMENT WINDOWS — : 


Milcor Metal Lath Milcor Masonry 
and Accessories Building Products 


Speed installation — Deliver to the job site ready TTT eit fe eee 
to install. Nothing to assemble or add. One man fastens 
unit to form. 


Eliminate window bucks — Frame serves as 

i é ¥ i Milcor Rain 
pouring form, Your customer saves the time and cost of RO ein ee em Mitcor Roof and 
cleaning, repairing, oiling, storing, and hauling bucks, 
No patching rough edges of openings. No caulking. 


SCC CCPC eee ee eee HEHEHE HORSE HEHEHE HEHEHE EEE HEHEHE EE OE 


Attractive self-cased opening—Neat, durable 
sill and frame, primed with alkyd baked enamel—adds 
another quality feature to your customer’s selling story. — “ 
° - . Milcor Steel and Milcor Basement 
Milcor E-Z Pour Windows can also be used in concrete Aluminum Ventilators and Utility Windows 


block construction. Made in three standard sizes to 
] ick f 554” " Wri 2Scri : > 
fit wall thicknesses rom 554” to 10”. Write for descrip- Momber of the «if Steet Family | 
tive literature and prices, _ L 
INLAND STEEL PRODUCTS COMPANY 


DEPT. B, 4029 WEST BURNHAM STREET, MILWAUKEE 1, WISCONSIN ML-35 





BALTIMORE. BUFFALO, CHICAGO. CLEVELAND, CINCINNATI, DETROIT, KANSAS CITY, LOS ANGELES, MILWAUKEE, MINNEAPOLIS, NEW ORLEANS, NEW YORK, ST. LOUIS 
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On the next two pages: 
A“SNEAK PREVIEW" 
OF THINGS TO COME 


e You'll see a beautiful new face 
on along-famous product. 


e You'll learn about an amazingly 
easy and new application feature. 


e You'll discover the hottest new 
selling feature in the 
building industry. 


And here they are... 





RIGH WOOD-GRAINED PANELS new beauty 


Royalcote Frosted Cherry No. 401 Royalcote Colonial Cherry No. 402 Royalcote Natura Cherry No. 400 





feature wall in living room or bedroom 


Three wonderful new decorator colors with 
appeal galore in the new 


all the beauty and rich texture of real cherry.  there’s prospect 
Perfect for the family room or den...as a Masonite Royalcote cherry grained panels! 


New clip-on system 
for cherry 
grain panels 


The convenient 16” x 8’ panels 
M4 thick, random’ grooved 
are tongue-and-grooved ... and 
feature an all-new, simple clip 
application method to studs or 
furring strips. Builders, 
remodelers or your do-it-your 
self customers can quickly install 


the panels. 





From Masonite come exciting new Royalcote 

wood-grained panels in all the beautiful color tones you see 
here—expertly factory-finished on genuine Masonite 
hardboard. The beauty of these handsome new wood-grained 
panels will last for years, resisting the usual dents, 

nicks and scratches as only superior Masonite products can 


and new sales appeal! Read all about them, particularly the sales and profit 


Royalcote Misty Walnut 


¢ 


features they will bring you! 


No. 100 Royalcote Champagne Walnut No.102 Royalcote Rosé Walnut No. 103 Royalcote Antique 


Four beautiful walnut grains portray the soft, warm quality of ;” thick panels — either random grooved, 5-grooved 16” o.c 
true walnut. In decorator colors for any paneling requirement or without grooves. These new colors in rich wood grains will 


any decor or furnishing style. Available in handsome 4’ x 8 make you headquarters for wall paneling! 


A new idea 


PANELOK “WORKING WALLS intiving! 


Chis is the 
whole ind 
Everything 

the shelves 

hooked right into 

by means of hidden lo 
tween the 2’ x 8’ panels 


you can redecorate 





change decor in minutes 
harm to the wall! 

More good news Panelok 
“working walls” are available in 
anv of the wood grains and 


ing colors you see here. You can 
sell wood-grained paneling and 
‘working walls’’ in one profitable 
package! 

Yes, the new Masor 
Rovalcote cherry 
panels can be y 
feature for 1960 
them, and the terri 
dising aids that ars 
Your Masonité 


has all the 


W holesaler 


Or write to Masonite 


him soon! 
Corporation, Dept. 20-10 Box 777 
Chicago 90 Ill 


Ree INT fe es corporation 


® Masonite Corporation— manufacturer of quality panel products for building and industry 





8 A.M.—WATCHES ARE 
SYNCHRONIZED by George 
Osborne and six-man crew. 
Pockets to receive box 
beams that support the floor 
system were preformed in 
the concrete foundation, 
which shows in background. 


atop 1x2 ledger strips on the box beams, which were wrapped 
beams in ‘‘House-a-Day" job. Pre-nailed 2x4 stringers rest in polyethylene moisture-barrier before setting. 


Dealer Claims Speed Record 
Using Yard-Built Components 


* Only 45 man hours to erect shell house on foundation. 
- New floor method uses box beams 4’ o.c. 


- It's a victory for dealer fabrication and Lu-Re-Co system. 
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HOUSE 
MN =104107- G81 Oly 


A Monthly A.L. Feature 
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FRAMING ALMOST COMPLETED three 
hours after starting house and first sheet 
of plywood roof sheathing goes over 
prefabed rafters. 


GLUE-NAILED, PREFABED ROOF TRUSSES are swung into place atop the 
Lu-Re-Co panel exterior walls. Gable end started to go up at 8:55—only 
55 minutes after the six-man crew started building from the base foundation. 


CHEHALIS, WASH. 
EALER George Osborne of the 
Northwest Lumber and Mill- 
work Supply Co. has laid claim to a 
new world speed record for construc- 
tion of a single house, using modified 
Lu-Re-Co (Lumber Dealers Research 
Council) components. 

A six-man crew laid the subfloor 
and finished the exterior of the 1,- 
170-sq. ft. shell house pictured above 
in 6% hours—45 man hours. Os- 
borne started with a foundation which 
had been poured in front of his lum- 
beryard. 

The promotion lived up to North- 
west Lumber’s two slogans, which are: 
“If it’s made of wood, we can build 
it” and “One-Stop Building Supply 
Center.” 

“This is what some of us in the 
‘cow’ counties can do,” he said. “We 


think we are on the way to developing 
the fastest high-quality system for 
house construction.” 

The “House-a-Day” was well pub- 
licized by the lumber dealer. A crowd 
of about 200 milled around the build- 
ing site during construction, despite 
wet weather. 

Osborne said that he received two 
house orders as a direct result of the 
speed test and within a week three 
other prospects had approached him. 

He can sell models of the home 
for $4.27 per square foot and about 
$1.75 per square foot more will pay 
for finishing, if the owner does all 
but the wiring, plumbing and heating 
installation. 

New floor system. The speed at- 
tained by Osborne is a victory for the 
Lumber Dealers Research Council 


(continued on page 52) 











Dealer's Speed Record [Begins on page 50] 


LATERAL BLOCKING is replaced with Plyclips on roof sheath- 
ing of Geo. Osborne's House-a-Day job in Chehalis, Wash. 


RIDGE PANELS are evened off with a saw as a final step in 
the sheathing of the lumber dealer's house-in-a-day. 


VERTICAL BOARD AND 
BATTEN SIDING, one of four 
types used on this model 
home, are applied as 
George Osborne checks 
aluminum sliding glass door. 


component system. It is also a salute to 
Osborne’s ingenuity in using a plywood 
box beam floor joist and a panelized 
floor. Most dealer-fabricators have 
been content to use only yard-made 
wall panels and roof trusses. 


The Osborne floor system is a vari- 
ation of the “Insta-Floor” developed 
by the Douglas Fir Plywood Associ- 
ation for a Champaign, Ill., research 
house last year. “Our techniques are 
about 20% faster than those used in 
the Champaign research house,” Os- 
borne said. 


Box beams, 4’ o.c., are fitted into 


52 





pockets formed in the concrete foun- 
dation as supports for prefabricated 
floor panels. The beams, supported 
14’ o.c., have kiln-dried 2x4 flanges 
and stringers, with webs of %” Ply- 
Scord. 

The panels, 4x8 sheets of 2” fir 
plywood, are fabricated with the 
2x4 stringers already attached. The 
plywood overhangs the stringers and 
is nailed to the tops of the beams. 
Kiln-dried 2x4s that have been uni- 
formly resized in a planer are power- 
stapled to the panels 16” o.c. 

Ends of the stringers rest on a 1x2 
ledger strip that runs the lengths of 


the beams and is glue-nailed in place 
during fabrication of the beams. 

Fast flooring. The complete floor 
was nailed down with pneumatic stap- 
lers in 10 minutes. Forty minutes lat- 
er most of the wall panels were fas- 
tened into place and the first prefabed 
gable end put in place. 

Carpenters, instead of shinglers, put 
the roofing down. Fifteen man hours 
were required to lay 16 squares of 
shingles. “Using shinglers instead of 
carpenters, we could have cut that 
time away down,” Osborne said. 

The Washington dealer believes that 
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SHINGLERS WENT TO WORK even before the roof was com- 
pletely covered with roofing paper. Even though a pneumatic 
stapler was used, this was most time-consuming part of job. 


WINDOWS, BRICKWORK AND SHIN- 
GLES all go on at once by the six-man 
crew. Time: 1:55 p.m. 


in another try he could cut 24 man 
hours from the job. 

Shell market. Osborne is bidding 
now in the shell house market, com- 
mon in the east but largely unex- 
ploited in the far west. He builds 
about 10 houses a year, all of them 
with Lu-Re-Co panels. 

Osborne is convinced that a lumber 
dealer and his small-builder customers 
using quality components can com- 
pete favorably with any shipped-in 
prefab. 

“We'll be happy to share our infor- 
mation with anyone who may be in- 


Shell Financing 


George Osborne of Northwest 
Lumber & Millwork Co. is now 
marketing a ‘shell’ house using Lu- 
Re-Co components. 

At first he was afraid that fi- 
nancing would not be available for 
this type of “sweat equity” housing. 
“The big builders handle their own 
financing, something a little guy 
can’t do,” he said. 

But Osborne found shell house 
financing no problem. “If the buyer 
owns a lot and pays the closing 
costs, the lending agencies will let 
him have the money. The improve- 
ments he has to make to live in the 
house make the paper more valu- 
able every day,” he reported. 


SHELL COMPLETED in six and a half working hours, including shingling 
and laying of subfloor. As a final touch, since the house was erected just 
before Christmas, Osborne carried a Christmas tree into the living room. 


terested,” he told American Lumber- 
man. 

The following message appeared in 
the Chehalis Daily Chronicle after the 
record-breaking building perform- 
ance: 

“Under roof in one day the Lu-Re- 
Co way means building a home in 
record time, for less money and with- 
out compromise on quality. Let us 
build YOUR new home this way—a 
home planned to fit your family needs 
and desires—and you'll save days and 
dollars. Visit our lumberyard soon 
and let us show you the many features 
of our model LU-RE-CO house, pic- 
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tured below, which is open daily, 8 to 


5, evenings by appointment.” 


A telegram of congratulations was 
included in the ad. It was from C. A. 
Thompson, president and Ray Harrell, 
executive vice-president of the Lum- 
ber Dealers Research Council, con- 
firming the world’s speed record for 
Lu-Re-Co house construction. 

Dealers interested in the Lu-Re-Co 
system may obtain more informa- 
tion from Ray Harrell, Lumber Deal- 
ers Research Council, Ring Building, 
18th and M. Sts., N.W., Washington 
a 3 oS 
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Dealer’s Speed Record [Begins on page 50] 
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RESIZED 24 STRINGERS "(EDGER ADDED FOR EDGE PANEL) 


ON EDGE STAPLED TO 
FLYWOOD /b IN. O.C. 


EDGE DETAIL. 


2%4 MUD SILL FLANGES € SPACERS _ 


A/LN-DRIED 
PLYWOOD 


= 2*4 STRINGER 
. (RESIZED) = 
EDGER NAILED TO STRINGERS € PANEL © = S_ 
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Osborne Floor System is One 


formed in foundation. 


Reason for Speed Record 


SHOP-APPLIED 
(x2 LEDGER 


=~ — BEAM 


DETAIL 


(ALL JOINTS GLUE -NA/LED) 


Only kiln-dried lumber is used in dealer Osborne’s floor components 
Beams are wrapped in polyethylene and ends in 8” deep pockets 





ONE-PRODUCT 
CLEAR FINISH 
WITH NEW PROFIT 
OPPORTUNITIES 
FOR you 


Rubs itse/f as it dries! 


WoOoD FINISH 





Here’s an all-new profit builder ~ 
for you... a self-priming, self- © 
rubbing, non-pigmented clear © 
wood finish that produces the 
richest, most luxurious “hand- 
rubbed” effect ever seen! So easy 
to apply anyone can use it with 
excellent results every time... 
no sags, no runs, no complaints! © 
For old work or new — panelling, ~ 
cabinets, etc. Nationally adver- 
tised: POPULAR MECHANICS, ~ 
POPULAR SCIENCE, FAMILY | 
HANDYMAN. Free Sales Aids— ~ 
color folders, panel displays, etc. ~ 











For tull details, write... “saps 
WRITE FOR SAMPLE packed in 


impulse- buying NEW BLISTER PACK 
Ask your Distributor. 


PIERCE & STEVENS CHEMICAL CORP. ~ 
710 OHIO ST., DEPT.AL 20 BUFFALO 3, N.Y. © 


Availabie in Canada, LePage’s, Toronto 18, Ont. = 








DIAMOND EXPANSION BOLT CO., Inc. 


NEW probuct 
PASSES 8,000,000 
IN SALES 


ACCEPTANCE and QUALITY 
PROVEN in ONLY THREE YEARS 





C = 9 artes room 
HOLLOW WALL ANCHORS 
"The preferred product by 


contractors and “do-it-your- 





selfers.” 





For HOLLOW 
FLUSH DOORS 
Specify No. 48S 











ai 
_ OTHER PRODUCTS for your 


PROFIT: 

“DHD"” Diamond Hammer Drive, 
Nail Type Anchors 

Diamond Red Seal Calking Anchors 
Diamond “Multi-Size” Wood Screw 
Anchors 

Diamond “SPRING” Toggle Bolts 
DIAMOND “P” tag Screw Ex- 
pansion Shields 

“DI-FORGE” Percussion Masonry 
Drills 


Garwood, N. J. 
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This builder squeezed 
a dollar...and built 
a lemon! 


PROTECT YOUR CUSTOMERS AGAINST UGLY STAINS AND 


STREAKS WITH... STORMGUARD NAILS 


Stormguards are strong steel nails double-dipped in molten zinc (like 
french-frying potatoes). This exclusive Maze process bonds or fuses rust- 
proof zinc to the steel. Each nail picks up all the zinc it can hold. Special 
treatment between dips keeps ring and screw shanks from filling up 
with excess zinc — thus maintaining their high holding power. 


@ Do not confuse Stormguards with common hot-galvanized nails which 
usually are just barrel-tumbled with cold zinc chips in a furnace (roughly 
similar to buttering popcorn). Naturally, Stormguards cost a little more 
than common galvanized nails, but for the few dollars difference per 


FOR \ 
house, you gain lasting stain- resistance and peace of mind... and you 
ROOFING ® SIDING e TRIM may well save your customer thousands of dollars in premature paint jobs! 
rls @ Stormguard nails provide the same practical stain-resistant service 
as aluminum nails — yet Stormguards cost about 30% less per nail and 


A COMPLETE LINE OF INTERIOR NAILS they drive much better. 
Write for FREE Samples (Specify Application) THERE'S NOTHING LIKE 'EM—INSIST ON MAZE STORMGUARDS! 


LOOK FOR STORMGUARD 
— ON THE CARTON 


— 


W. H. MAZE COMPANY 


PERU 7, ILLINOIS 
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LUMBER IS PRECUT IN CALVERT SHOP, excepting studs, which delivery from the Calvert yard in Sharon, Penna. Pieces for 10 
are cut and shipped from west coast. Full-size house is ‘built to 20 houses are cut at one time from single pattern to effect 
without nails’ on platform pattern for accurate fitting, then cost savings. 

pieces are numbered, lettered and packaged for in-sequence 


Lumberman’'s Precut House is Success; 
He's Now Franchising Other Dealers 


PLANNING TRIO for Calvert Homes program. Flank- SHARON, PENNA. 


ing James W. Calvert are salesman Bill Locke, left and 
James W. CALVERT of Calvert Lumber Co. started 


to fabricate precut homes in 1950, producing and sell- 
ing about 1,000 homes from his own lumberyard since 


HOMES Yo: 
Seeking wider distribution, about 18 months ago Cal- 


vert turned to other lumber dealers as logical outlets. First, 


ck he considered furnishing dealers wih drawings and materi- 
¢; al lists so they could build houses from their own inven- 


tories. Then he considered selling complete houses, giving 
dealers commissions on the sales. The plan finally adopted 
offers dealers precision-cut dimension lumber and ready- 
cut parts with the balance of materials furnished by each 


dealer from his own inventory. 
SALVERT HOMES INC. Calvert emphasizes that his homes are precut, not pre- 
RT LUMBER CONC, ™ fabricated. 
- Dealers sign up. Fifteen lumber dealers are currently 
handling Calvert Ready-Cut Homes in Ohio, Pennsylvania, 
West Virginia and New York. 

Although the system has proven acceptable from the 
standpoint of both the cntractor and do-it-yourself builder 
in the Sharon area, the ready-cut dealer plan hasn’t caught 
on as rapidly as Calvert hoped, inasmuch as no serious 
problems or objections have been raised by dealer custom- 


A. J. Davies of A. J. Davies & McKinney Advertising 
Agency, Erie, Penna. 





Gomi 


SALES KIT available to franchised dealers includes plans and 
detailed drawings; construction story sequence for each house; 
material list; cost estimates; picture book; price lists; adver- 
tising mats, office forms and job signs. Complete package costs 
$150. Franchised dealers do not pay a membership fee. 


Announcing! 
KERR LUMBER GO. AS AUTHORIZED DEALERS FOR 


CALVERT PRECISION 


CUT HOMES 
Comperisons Prove CALVERT HOMES seve time end money 
end essure top quality moteriols 


COMPLETE PACKAGE 


rnoM "3935" 


INVESTIGATE... 


GET THE FACTS BEFORE YOU BUY OR BUILD 


“Serving Well To Serve Again Since 1898" 


KERR LUMBER 


COMPANY 


VIRGINIA AVE EAST END PHONE FU 5.0800 
RRR Re mp mmona 
NEWSPAPER AD MATS are furnished to fran 


chised dealers, such as used above in 3-col. ad of 
Kerr Lumber Co., East Liverpool, Ohio 





What Dealers Say 


Several Calvert-franchised dealers interviewed by 
American Lumberman were pleased with the package 
and plan spring promotion. Adequate financing and the 
reluctance of contractors to accept a new system, es- 
pecially when conventional building is slow, has slowed 
sales. 

W. H. Merritt, general manager, Lima (Ohio) Lum- 
ber Co., sold a Calvert home to a contractor customer, 
providing the construction money. 

“It worked out real well and we have another larger 
contractor interested in a deal,” Merritt said. “Some- 
thing like this system is undoubtedly the coming trend, 
but time isn’t the essence right now and we've got a lot 
of small builders in this area.” 





William Hamilton, manager, Hamilton Lumber Co 
Erie, Penna., said his firm decided on the Calvert sys 
tem after examining a number of other programs. 

“This seemed to be the only one that enabled the 
dealer to control the whole sale. These aren't high pres 
sure boys and that’s one reason we went with them. The 
Calvert house we sold was erected by a contractor cus 
tomer and went up in good shape. It’s a darn good idea, 
but the contractors around here are interested in more 
work not less.” 

The Calvert pre-cut system was praised by two other 
dealers—Kerr Lumber Co., East Liverpool, Ohio and 
E. H. Leech & Son Lumber Co., Kittanning, Penna 
but financing had again proven a roadblock, especially 
in Kittanning, where competition is offering unbeatable 
financing. 





| 


— 


* 


MORE THAN A DOZEN PLANS with variations are available in ranch and split-level designs. Shown here 
is the Jerry (1,000 sq. ft.), the most popular model. Suggested retail price, less lot, septic tank and 
garage, is $13,100. A two-story design is planned. 


ers. However, Calvert has only one full-time salesman on 
the road to develop new dealers and to service present ac- 
counts. It may be that the program has done very well, 
considering that the primary dealer contact has been made 
by direct mail. 

Greater dealer interest may be obtained this month 
through an exhibit at the Lumber Dealers Association of 
Western Pennsylvania convention. 


\ Mh 


Package detailed. The Calvert package for dealers in- 
cludes precision-cut dimension and sheathing, each dealer 
furnishing the remaining materials from his own inventory 
Calvert emphasizes quality kiln-dried west coast construc- 
tion lumber for framing and redwood, because of its tex- 
ture and weather durability, for exterior finish. Other ma- 
terials in the package, states the Calvert Dealer Guide, are 

(continued on next page) 
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Seti 
ONSUMERS 

quick patcher 

underlayment 











FOR DEEP FILL 


or FEATHER &2%: 





























The madeun way ta. prepane 
ald floors and rough concrete 
for tile, linoleum on canpeting 


A versatile underlayment — works well on any sur- 
face. Use Consumers Quick Patcher Underlayment to 
level wood floors, fill shrink cracks and open joints 
to smooth rough concrete surfaces and level expansion 
joints—to smooth and level broken or uneven ceramic 
floors. It gives you a surface completely smooth and 
free of cracks, holes or indentations. 


The finely ground aggregate used for QUICK 
PATCHER permits deep fill or feather edging. It sets 
up fast—forms a smooth, hard surface. 


“Once you try Consumers, you'll stick with Consumers” 


ORDER FROM YOUR WHOLESALER 


CONSUMERS GLUE CO. 


Since 1906...Pioneers in Floor and Wall Adhesives 


1515 HADLEY ® ST. LOUIS 6, MISSOURI 


58 Circle No. 34 on Handy Cover Card 








PRECUT HOMES 
(begins on page 56) 





PACKAGED WINDOW UNITS are strapped by Calvert Homes 
at one end of shop. Dealer is furnished with rough stud open- 
ings, so he can use any popular brand. 


DELIVERIES OF READY-CUT PACKAGES are made to job site in 


one to three sequence loads, depending on the location. 


chosen for their “high quality, brand names and general 
public acceptance.” 

Dealers are franchised on a population and sales poten- 
tial basis and must guarantee a minimum number of home 
sales annually. To keep its dealer members quality-con- 
scious, One provision of the Calvert franchise agreement 
stipulates that a Calvert representative is permitted to in- 
spect and check all dealer materials to see if they conform 
to standards. 

Materials are truck-loaded in construction sequence and 
delivered direct to the job site by roll-off vehicle. Calvert 
Homes are sold either to the contractor or direct to the 
homeowner. About 75% of the homes sold from his own 
yard in the immediate Sharon area have been to do-it- 
yourself customers, says Calvert. Blueprints, material list 
and construction details are supplied with each model. 

Dealer sales aids. There is no flat franchise fee for han- 
dling the Calvert system. There is a charge of approximate- 
ly $150 for a wide variety of promotional helps. These in- 
clude plans and detailed drawings; materials lists; cost 
estimates; detailed construction story; price lists; advertis- 
ing mats; office forms; dealer sales guide; signs. 

Dealer advertising promotion includes a direct mail 
broadside showing photos, perspectives and floor plans of 
most-models with suitable promotion copy. 
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Calvert estimates that his ready-cut material saves the 
home buyer about 10%. In addition, he points out, the 
buyer is assured quality, precision-cut pieces, packaged for 
economy and fast erection. 

Calvert contends that his package offers a franchised 
dealer two main advantages: it allows him to supply dozens 
of building material items from his own inventory at full 
markup; it helps him beat prefab and other new home com- 
petition. In addition, the program serves to bring home 
prospects into the dealer’s store to discuss their plans. 

Calvert hopes to sell a sizeable part of his 1960 output 
for a 230-acre tract outside Sharon. Around 200 homes in 
the $15,000 to $18,000 class, it is expected, will eventual- 
ly be built in this location. 











CALVERT HOMES INC, 





Ready «- Out Homes 
COST ESTIMATE 





For Model 






Janet Part Brick TO BE BUILT BY Self 
& frames, complete with garage in basement (no porch) 











on lot situate at 





City 
































Building Permit and Survey --------- ~ 

Utility Connections gas ---------« 75400 

Excavation 250 yards 60' sewer ~ - - «~~~ 167.50 

Backfill and Rough Grading - --------- 80,00 

Footers 9 yards -=<=~----+--+-+----+--+---- 141.75 

Foundation Walls 920-8"/5,0-10"/195-6" & mortar 352,60 486.05 

Foundation Waterproofing - - -------=--« 30,00 15.00 

Pooter Drains and Fill --~-------+-+--~ 90,00 

Cellar Windows and Column Supports - - --- <- 45.50 

Steel Bem =~ = =e ee = - = ee ee ee ee 90,00 

Basement Floor 264.75 

Chimney and Fi: 

CALVERT House Package Panelyte & Gar ri 7260.00 

Carpenter Labor - - 

Plumbing - - - - - 

Sewer Tile « ~ 40,00 

Chimney Flashing and Spouting - - 

Medicine Cabinet 70,00 

Wiring & Fixtures 62 Outlets/l00 Amp. Service 485.00 

Heating ~ gas forced air $75.00 Fixtures - 1000.00 

Plastering labor « - <- <-<-- «<<< =<+<«= 410,00 

P and Exterior - - - -~---- 600,00 100,00 

Linoleum, Kitchen and Bath ---------- 200,00 120,00 

Walks, Stoops, and Driveway ~---------~ 125,00 
Floors «<<< <-«<-+<«<«<«<«<«-<«= 70,00 

Brick ami Labor @M#----+---------- 540.00 450,00 

Construction Loan Costs, Incl, Interest ~ - ~ ~ 

Fire and Lisbility Insurance - - ~- - - ~ <= = 20,00 

Miso, Items mw eee ee ee ew wee ee eee 

* 
TOTAL $8,895.10 $9,318.05 $28,213.15 











d selling price of this model is 319,800, 
mn carpenter labor in Sharon area, 




















DEALER AIDS include detailed cost analysis sheets for each 
model (above), detailed material lists for each load, dealer 
sales guide and construction sheets for each house. 
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MINIATURE MODELS of major sections going into a home are 
displayed in Calvert Homes office: door and window framing; 
gable studs and rafters; plates for sidewall partitions and two 
types of roof overhangs and consumer promotion piece, center. 
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sell Dur-0-wal to 
keep them alike! 


Two masonry walls: They can be twins in surface charm 
and solidity. Yet, one can be the better building invest- 
ment—free of maintenance problems for important extra 
years. That’s the one built with Dur-o-wal. 

When you sell Dur-o-wal masonry wall reinforcement, 
you’re selling not just a structural device, but first-rate 
building investment protection—something in which every 
man who puts money into building is naturally interested. 
Tell ’em! You'll sell ’em! 

A wall reinforced every second course with Dur-o-wal 
gains 71 per cent in flexural strength. With its trussed 
design, butt-welded construction, scientifically deformed 
rods, Dur-o-wal is considered the best of its kind by 
builders everywhere. A stock of Dur-o-wal is a good 
investment for you, wherever you do business. 








Two engineered products that meet a need. Dur-o-wal reinforcement, shown at left, 
and Rapid Control Joints, right. Weatherproof neoprene flanges on the latter flex 
with the joint, simplify the caulking problem. 


DuUR-O-waL 


Masonry Wall Reinforcement and Rapid Control Joints 





RIGID BACKBONE OF STEEL FOR EVERY MASONRY WALL 


Dur-O-wal Div., Cedar Rapids Block Co., CEDAR RAPIDS, 1A. Dur-O-wal Prod., Inc., Box 628, 
SYRACUSE, N.Y. Dur-O-wal Div., Frontier Mfg. Co., Box 49, PHOENIX, ARIZ. Dur-O-wal Prod 

Inc., 4500 E. Lombard St., BALTIMORE, MD. Dur-O-wal of Il!., 119 N. River St., AURORA, ILL 
Dur-O-wal Prod. of Ala., Inc., Box 5446, BIRMINGHAM, ALA. Dur-O-wal of Colorado, 29th and 
Court St., PUEBLO, COLO. Dur-O-wal inc., 165 Utah Street, TOLEDO, OHIO 



















Made in California, the home of the 
Redwoods by specialists in Redwood Finishes for over a decade. 
When you stock Behr-Process Finishes for redwood, you are 
not only offering your customers the finest piece of goods ever 
formulated especially for redwood, but you are handling an 
UNUSUALLY PROFITABLE line whose sales to date exceed 


2 million gallons. Mail coupon below for complete details. 


MAIL COUPON 


Linseed Oil Products Corp. 
1601 Talbert Ave., Santa Ana 1, Calif. 


Gentlemen: Please rush me complete information 
about your line and why it gives me more profit per 
sq. ft. of shelf space. 


Name 
Dealer Name ae Lk EEE awe 
Address ___ a ‘ = 
City eS || 





GOLF CART with ‘'U"’ carrier welded in front and at rear, a 


time-saver for Texas dealer. 


How a Big Lumberyard 
Handles Small Pickups 


San ANTONIO, TEX.—A common problem among 
large lumberyards is how to efficiently serve the small- 
order business. An answer to this problem has been devel- 
oped here at Scrivener’s, a leading building materials firm. 
The Scrivener people bought two golf carts for $800 
each. When lumber manager Arvin Conrad writes a small 
pickup order he hands it to an employe who jumps on one 
of the golf carts. In a jiffy, the order is assembled, ready 
for the customer. 

“An order might call for two 16-foot 2x4s, a pound of 
nails, two or three assorted cut pieces of plywood and oth- 
er odds and ends,” Conrad explained. “Our man would 
have to walk a block or two to collect such an order. On 
a cart he can do it in 15 minutes what otherwise would 
take at least an hour.” 

The carts are used for other chores, too. Yard men 
haul trash. And since the Scrivener yard extends for two 
blocks, they are often used as personal taxis around the 
property. 

Lumber manager Conrad said that the carts are well 
worth their cost. 


SIZE PROBLEM SOLVED—President Ll. A. Stockesbury of 
Economy Lumber & Hardware Co., Denver, recommends a 
6,000-Ib. capacity fork lift truck for dealers, as seen above. 
‘We don't have a spur track,"’ he said. ‘‘We can place this 
unit on a truck, drive to our unloading dock a mile away and 
make a 80% time saving in unloading plywood, wallboard, 
studs and gypsum board."’ Economy also has a 4,000-Ib. ca- 





pacity lift, used in the warehouse area. 
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Grade Wise is Profit Wise 


SAVE...with 





For framing quality and economy, there’s no greater bargain 
than “Utility” grade-stamped West Coast lumber. “Utility” 
meets FHA standards for One-and-Two-Living Units in 
many framing and sheathing applications. (See FHA Bulle- 
tin No. 300 for spans and other application data.) 

Discover the many home construction economies made 
possible by wise use of “Utility” grade West Coast framing 
lumber. You'll agree it adds up to important profits. 


CHECK THESE USES 
for “Utility” grade West Coast 


in accordance with FHA 
Lumber Minimum Property Seaamennade 


RAFTERS FOR LIGHT ROOFING (Roof slope over 3 in 12) 
(Weighing less than 4 Ibs. per sq. ft. in place) 
Douglas Fir West Coast Hemlock 
Size Spacing Maximum Span 
2x6 16” o.¢. 9°-8" 
2x8 16” o.c. 14°-4” 
2x10 16” 0.¢. 19’-8” 


FLAT ROOF JOISTS supporting finished ceiling (Roof slope 3 in 12 or less) 
2x6 16” o.¢. 7’-8 
2x8 16” o.c. 11°-6 
2x10 16” o.c. 15'°-8" 
2x12 16” o.c. 18’-2 


CEILING JOISTS (no attic storage) 
2x6 11°-8" 
2x8 ? a Sf 
30 Ib 40 Ib 
FLOOR JOISTS live load live load 
2x6 16” o.¢. 7-2" 6'-4 
2x8 16” o.¢. 10’-8” 9-6 
2x10 16” o.¢ 14’-8” 13’-0° 
2x12 16” o.¢ 17’-0" 15°-4" 
sleeping rooms only ‘other than sleeping rooms 
BOARDS. Ample strength and satisfactory coverage make ‘Utility’ boards 


a primary material for sub-floors, wall sheathing and solid roof boarding in 


permanent construction, This grade is widely used for light concrete forms, 


WEST COAST 
LUMBERMEN'S 


FULL INFORMATION utility? ASSOCIATION 
et 8 al 


Just off the press. Detailed information 
on the way Utility grade West Coast 
framing lumber can serve you economi- 


cally. Write us for your copy today! 


1410 S. W. Morrison Street, Portland 5, Oregon 
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FROM PATIO ROOFS AND FENCES TO ENTIRE HOUSES 


FILOW, ficerctass panes 


CREATE UNLIMITED USES...... AROUND THE WORLD 


PATENTED PRODUCTION PROCESS — FILON 
took the lead in developing fiberglass panels 
of superior and uniform quality. New indus- 
try standards were set by F1iLon’s continu- 
ous, electronically controlled patented meth- 
od of production. With built-in quality 
controls, this Fron manufacturing process 
is responsible for Fiton’s uniformity of 
color, thickness and configuration. FiLon’s 
greater strength is the result of reinforcement 
with Super-Fi Fiberglas and “iron-tough” 
nylon strands. Ficon’s Exclusive Guarantee 
label on every panel assures highest quality. 


Architects, Builders, Designers, Manufacturers 
—the men who plan and design the structures 
of our world — build with Fiton Fiberglass 
Panels. A source of unlimited applications, FILON 
inspires new and exciting ideas in construction, 
modernization and product development. From 
patio roofs and fences to entire houses, FILON 
is finding new calls for its beauty and lightweight 
strength. The trend is growing, and with the 
promise of even greater progress, FILON now 
opens the doors of the world’s largest and most 
modern plant ever to produce fiberglass-and- 
nylon reinforced plastic panels. 





RESIDENTIAL APPLICATIONS 

The Conroth Co., Chicago, Ill., 
and Downey Shower Door Co., 
Downey, California, feature 
FILON in their Tub and Shower 
Enclosures because it is shat- 
terproof, moistureproof and un- 
harmed by soaps. FILON is also 
used for Patio Roofs, Carports, 
Fences and Room Dividers. 


INDUSTRIAL CONSTRUCTION 

Industry’s choice for Skylighting, 
Sidelighting, Glazing. When 
FILON goes up, upkeep goes 
down. Lets in daylight, shuts out 
giare. Shatterproof, weath- 
erproof. Never needs replace- 
ment; needs no painting. Used 
by leading metal building erec- 
tors throughout the country. 


IMMEDIATE DELIVERY — FILON is warehoused by over 
160 distributors, coast-to-coast in U.S. and Canada. 
Available almost minutes away from anywhere 
through 20,000 lumber, building materials, hardware 
and glass dealers. For additional information or des- 
criptive literature, write FILON PLASTICS CORPORATION 
333 N. Van Ness Avenue, Hawthorne 90, California 

Please specify interest: Home Building, Home 
Remodeling, Architectural, Interior Design, Indus- 
trial Uses, Greenhouses, Farm Buildings, Signs, 
Dealership-Distributorship availabilities, Foreign 
Distribution or Licensing. 


« CHICAGO « NEW YORK 


Sales Offices & Warehouses: Los anceLes 
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- arcanta © Sales Offices: va.tas + 


ARCHITECTURAL DESIGN 
FILON’s vibrant color and trans- 
lucent beauty inspire dramatic 
design. So versatile, so func- 
tional and easy to work with. 
The FILON Pavilion, above, 
exemplifies this trend in all- 
plastic construction. Design by 
Roger Lee, A.1.A., Berkeley, 
California. 


PLASTICS CORPORATION 


A recent development is the use 
of FILON skins in sandwich 
panels and curtain walls for in- 
terior and exterior walls, and 
translucent roofs. Shown above 
are panels using an aluminum 
core and FILON skins, manufac- 
tured by Kalwall Corporation, 
Manchester, New Hampshire. 


BETTER LIVING IDEAS 

The trend to FILON is seen in 
many new products. The Filuma 
Translucent Garage Door, pic- 
tured above, is a product of 
Frantz Corporation, Sterling, 
Illinois, a leading manufacturer 
who has profitably utilized 
FILON’s translucent beauty and 
lightweight strength. 


DENVER « INDIANAPOLIS « MIAMI « 


FILON INTERNATIONAL DISTRIBUTION 


Filon is also produced and distributed in 6 foreign countries by the 
foll g leading ies under exclusive licensing agreements. 


BRAZIL 
Industrias Reunidas Vidrobras Ltda., Rio de Janeiro 


FRANCE... . Societe Des Plastiques S.G.V., Paris Vill 
GERMANY ... A.G. Fur Zinkindustrie, Duisburg-Hamborn 


GREAT BRITAIN 
8.1. P. Reinforced Products Ltd., Sutton Coldfield 


ITALY .... P.V.R. Pirelli— Balzaretti Modigliani, Milan 
JAPAN .. . Nitto Boseki Co., Ltd., Tokyo 
FILON A. G., Zurich, Switzerland; Foreign Service Subsidiary 





PHILADELPHIA « PITTSBURGH «+ SAN FRANCISCO « SEATTLE 
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ALABAMA 
Plastic Products Co 
929 N. 19th St, Birmingham 


ALASKA 

Fibergias Engineering & Supply 
Box 833, Anchorage 

ARIZONA 

Fibergias Engineering & Supply 
1880 West Fillmore 

Phoenix 

Stewart Building & Roofing Supply, inc 
2110 East 19 Street, Tucson 
ARKANSAS 

Darragh Co. 

1401 East 6th, Little Rock 

Varner Steel Products 

Box 781, Pine Bluff 

CALIFORNIA 

Fibergias Engineering & Supply 
427 ‘‘P"’ Street, Fresno 

American Lumber Company 

9th & “‘M"’ Streets, Modesto 
Valley Cedar Products Co 

2121 Blumenfeld, N. Sacramento 
Fiberglas Engineering & Supply 
1200 - 17th Street, San Francisco 
COLORADO 

Construction Specialties Co 

2626 Wainut Street, Denver 
CONNECTICUT 

Georgia-Pacific Corp 

14 Cherry Street, Meriden 

Valley Oil Company 

Box 18414, Middietown 

Vek Industries 

377 Post Road, Orange 

DELAWARE 

Capitol Glass & Mirror 

1205 S. Du Pont Highway, Dover 
Kaufman Glass Co 

1209-21 French Street, Wilmington 
FLORIDA 

Peninsular Supply Company 

2001 S. Andrews Ave., Fort Lauderdale 
General Plastics & Metals 

1346 West Beaver Street, Jacksonville 
Hayco, Inc 

2642 Rosselle Street, Jacksonville 
Peninsular Supply Company 

2247 N.W. 17th Avenue, Miami 
Southern Wholesale Supply Company 
103 W. Alexander Place, Orlando 
Taylor Sash & Door 

Guillemarde & Blount Sts., Pensacola 
Walker & Hallowell, Inc. 

939-1001 Central Avenue, Sarasota 
Gulf Coast Plastics 

4930 15th South, St. Petersburg 
Turner Distributing Co 

2601 East Broadway, Tampa 
Peninsular Supply Company 

501 Fern, West Palm Beach 
GEORGIA 

Addison-Rudesal, inc 

717 Ashby Street N.W., Atlanta 
North Brothers, Inc 

911 Monroe Drive, Atlanta 

Center Brothers, inc 

1209 Bull Street, Savannah 

IDAHO 

Fibergias Engineering & Supply 
2525 Ark Street, Boise 

ILLINOIS 

Auburn Plastic Engineering 

4916 South Loomis Street, Chicago 
Georgia-Pacific Corp. 

1811 West Bryn Mawr Avenue Thicago 
Georgia-Pacific Corp 

206 West Camp Street, East Peoria 
Cahokia Lumbermen’s Supply Co 
260 North 29th Street, East St. Louis 
Reserve Supply of Chicago 

3700 North Mannheim, Franklin Park 
Central States Steel, Inc 

625 Mills Road, Joliet 

W. C. Alexander Wholsesale Supply 
19th & Forest, Mount Vernon 
Springfield Builders Supply Co 
1900 East Mason Street, Springfield 
Mid-Products Company 

4th & Payson Avenue, Quincy 
INDIANA 

Great Lakes Distributing Corp 
Nelson Road, Fort Wayne 
Carter-Lee Lumber Company 

1621 W. Washington St., indianapolis 
Great Lakes Distributing Corp 
2100 Erie Avenue, Logansport 
Great Lakes Distributing Corp 
1535 South Main, South Bend 
jOWA 

Nichols Wire & Aluminum Co 

1725 Rockingham Road, Davenport 
Nichols Wire & Aluminum Co 

310 E. Seventh Street, Des Moines 
Nichols Wire & Aluminum Co 

200 - 19th Street S.W., Mason City 
Omaha Hardwood Lumber Co 

First & Myrtle Street, Sioux City 


KANSAS 

Kilpatrick Brothers 

1840 Northern, Wichita 

KENTUCKY 

Weyerhaeuser Sales Co 

1360 Durrett Lane, Louisville 
LOUISIANA 

Bayou Building Specialties Co 
1600 Barksdale Boulevard, Bossier City 
Georgia-Pacific Corporation 

400 N. Pierce St., Lafayette 
Georgia-Pacific Corporation 

501 City Park Avenue, New Orieans 
MAINE 

Eastern Glass Co 

636 Hammond Street, Bangor 
Georgia-Pacific Corporation 

70 Commercial Street, Lewiston 
Wade & Dunton 

686 Maine, Lewiston 

Eastern Glass Co 

121 - 133 St. John Street, Portiand 
MARYLAND 

Georgia-Pacific Corporation 

301 South Kresson Street, Baltimore 
Lasting Building Supply & Equipment 
200 South Franklintown Road, Baltimore 
MASSACHUSETTS 

Northeastern Supply Co., Inc 
Ipswich 

Georgia-Pacific Corporation 

141 Bacon Street, Waltham 

Read & Company, Inc 

812 Franklin Street, Worcester 
MICHIGAN 

Nichols Wire & Aluminum Co 

1021 North Raymond Road, Battle Creek 
Detroit Fiberglas Insulation Div 
15300 West 8 Mile Road, Detroit 
Georgia-Pacific Corporation 

126 East Hudson Street, Royal Oak 
MINNESOTA 

Arrowhead Steel Distributors 

1122 West Railroad Street, Duluth 
Keelor Steel, Inc 

909 - 9th Street S.E., Minneapolis 
MISSOURI 

Macco, Inc 

Graeser & Olive St. Roads, Creve Coeur 
Pyramid Products Company 
1916-18 McGee Street, Kansas City 
Southwestern Insulation & Material Co 
1301 St. Louis Street, Springfield 
Building Products Supply 

6818 Manchester Avenue, St. Louis 
MONTANA 

Building Service, inc 

4211 First Avenue South, Billings 
Lumber Yard Supply Co 

13th & River Drive, Great Falis 
Building Service, Inc 

925 - 8th Avenue, North, Great Falls 
NEBRASKA 

Omaha Hardwood Lumber Co 

1144 North 11th Street, Omaha 
NEVADA 

Record Supply 

300 Valley Road, Reno 

NEW HAMPSHIRE 

Plywood Wholesaie Co 

37 Union Street, Manchester 
Georgia-Pacific Corporation 

P. 0. Box 205, Manchester 

NEW JERSEY 

Georgia-Pacific Corporation 

400 Allwood Road, Clifton 
Georgia-Pacific Corporation 
Branchport Avenue, Long Branch 
NEW MEXICO 

Fibergias Engineering & Supply 
1011 Sawmill Road, Albuquerque 


NEW YORK 

Albany Area Distributors 

1988 Central Avenue, Albany 
Southern Tier Steel Products 

124 Broad Avenue, Binghamton 
Reiber Roofing & Sheet Metal 
89-93 Doat Street, Buffalo 

J. & E. Products & Mfg. Co 

5 Van Siclen Avenue, Floral Park 
Georgia-Pacific Corporation 

121 South Fourth Street, New Hyde Park 
Georgia-Pacific Corporation 

933 Courtiandt Avenue, New York City 
North Counties Supply Co 
Philadelphia, Jefferson County 
Laminate Distributors 

Davies Place, Poughkeepsie 

United States Plywood Corporation 
1160 Scottsville Road, Rochester 
Vanguard Fabricated Products Corp 
1160 Scottsville Road, Rochester 
Reserve Supply of Central N.Y 

701 Nichols Avenue, Syracuse 
Gilbert Wholesale Suppiv Co 

1200 Burrstone Road, Utica 


NORTH CAROLINA 
Georgia-Pacific Corporation 
2115 Freedom Drive, Charlotte 


OHIO 

Georgia-Pacific Corporation 

1069 Dubin Street, Akron 
Cincinnati Sign Supplies 

1111 Meta Drive, Cincinnati 
Georgia-Pacific Corporation 

4832 Ridge Road, Cleveland 
Georgia-Pacific Corporation 

2461 Dorr Street, Toledo 

Plastic Products Company 

9-11 Superior Street, Youngstown 
OKLAHOMA 

Kilpatrick Brothers 

820 NW Fourth Street, Oklahoma City 
Kilpatrick Brothers 

69640 East 12th Street, Tulsa 
OREGON 

Fibergias Engineering & Supply 
406 NW Glisan Street, Portland 
PENNSYLVANIA 

McClure & McClure 

2521 Industrial Avenue, Altoona 
Aluminum Distributors 

350 East 19th Street, Erie 
McClure & McClure 

918 Fronheiser Street, Johnstown 
Georgia-Pacific Corporation 

W. Roseville Road, Lancaster 
Georgia-Pacific Corporation 

63rd & Eastwick Avenue, Philadelphia 
Fiber Glass General Products 
5610 Harrison Avenue, Pittsburgh 
Frank Roberts & Sons 
Punxsutawney 

Brocker Mfg. & Supply Co 

1336 Spahn Avenue, York 


Regional 
Distributors of 


FILON 


RHODE ISLAND 

Georgia-Pacific Corp., P.O. Box 2176 
Edgewood Station, Providence 
Read & Company 

160 Valley Street, East Providence 
The Such Company 

144 Broad Street, Valley Falls 
SOUTH CAROLINA 

Southeastern Stee! Co 

Box 6373-A, Charleston 
Georgia-Pacific Corporation 

1099 Berea Road, Columbia 
Georgia-Pacific Corporation 
Keith Drive, Greenville 

SOUTH DAKOTA 

Building Material Distributors 
P.O. Box 791 

TENNESSEE 

The Currin Company 

1208 Carter Street, Chattanooga 
McNeil Company 

1756 Fort Henry Drive, Kingsport 
Dealers Warehouse Corp 

1530 Sixth Avenue NE, Knoxville 
Norrell, inc 

721 Scott Street, Memphis 
Volunteer Structures 

4108 Dakota Street, Nashville 
TEXAS 

Kritser Supply Company 

1023 West Fifth Street, Amarillo 
Longhorn Sash & Door Co 

P.O. Box 6097, Austin 

D. L. Moorhouse Company 

Box 7296, Corpus Christi 

Wright Sales Company, Inc 

1815 Griffin Street, Dallas 

The Dealer's Supply & Giass Co 
1931 Mills Street, E! Paso 
Georgia-Pacific Corporation 

665 East Vickery Bivd., Fort Worth 
C. P. Waggoner Sales Co 

301 SE 14th Street, Grand Prairie 
Lubbock Sash & Door 

Box 880, Lubbock 

J. & J. Steel and Supply Co 

2300 North Grant Street, Odessa 
Central Supply Co 

704 E. Commerce St., San Antonio 
Central Texas Iron Works 

2025 Webster, Waco 

UTAH 

Fiberglas Engineering & Supply 
336 S. Third St. West, Salt Lake City 
VIRGINIA 

Lester Brothers, Inc 

Box 751, Martinsville 

Tidewater Plywood Corp 

Argonne Avenue Extension, Norfolk 
Richmond Dairy Equipment 

110 South Jefferson, Richmond 
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WASHINGTON 

Fiberglas Engineering & Supply 
1248 Sixth Avenue South, Seattie 
Fiberglas Engineering & Supply 
East 3044 Trent Avenue, Spokane 
WEST VIRGINIA 

Allied Services, Inc 

160 Spring Street, Charleston 
Charleston Hardware Co 

1116 Smith Street, Charleston 
Cabinet Supplies, inc 

3700 Waverly Road, Huntington 
Building Products Supply Co 
1447 Warren Street, Wheeling 
WISCONSIN 

LaCrosse Glass Co 

429 South Third Street, LaCrosse 
Lumberman’s Supply, Inc 

212 E. Baldwin Street, Madison 
Block Iron & Supply 

216 Tenth Street, Oshkosh 

Falls Dealer Supply Company 
Sheboygan Falls 

Georgia-Pacific Corporation 

8229 West Greenfield Ave 

West Allis 

WYOMING 


ynstruction Specialties Co 
200 North Market Street, Casper 
HAWAII 
W. P. Fuller & Company 
770 Ala Moana Boulevard, Honolulu 
PUERTO RICO 
Enrique A. Castillo, Inc 
Labra Avenue, No. 1004, San Juan 
CANADA 
ALBERTA 
Alsto Distributors, Ltd 
11518 - 119th Street, Edmonton 
4040 Brandon Street, Calgary 
Hayward Builders Supplies 
11805 - 75th Street, Edmonton 
BRITISH COLUMBIA 
Alsto Distributors, Ltd 
436 West Second Ave., Vancouver 
Plexolite Plastics 
311 East Sixth Avenue, Vancouver 
MANITOBA 
Aisto Distributors, Ltd 
1103 Pacific Avenue, Winnipeg 
NEW BRUNSWICK 
hristie Woodworking Co 
Box 176, Saint John 
NOVA SCOTIA 
Feron Company, Limited 
Box 411, Halifax 
ONTARIO 
St. Lawrence Glass, Ltd 
P. O. Box 695, Cornwa 
N. Weber, Ltd 
675 Queen St., South, Kitchener 
Preston & Lieff Glass, Ltd 
60 Booth Street, Ottawa 
Protective Packaging Co 
Willowdale, P.O., Willowdale 
QUEBEC 
apri Fibre-Glass Products 
256 Greene Avenue, Montreal 
P_ A. Gouin, Limitee 
71 Des Forges, Quebe 
Terreau & Racine 
1250 Rue St. Paul, Quebe 
SASKATCHEWAN 
Aisto Distributors, Ltd 
6th Avenue & Angus Street, Regina 
Alsto Distributors, Ltd 
17th St. & Avenue ‘'j,"’ Saskatoor 


FILON NATIONAL 
HEADQUARTERS 

Main Warehouse and Plant 
3 N. Van Ness Avenue 
Hawthorne, California 
REGIONAL SALES OFFICES 
AND WAREHOUSES 
Elmsford, New York 

10 Havens Street 


ago 31, Illinois 
5824 Northwest Highway 
Atlanta 6, Georgia 
109 Miam rcle NE 
REGIONAL SALES OFFICES 
Dallas 7, Texas 
166 Howell Street 
Denver 2, Colorado 
808 Patterson Building 
Indianapolis, indiana 
Circle Tower — Room 1319 
Upper Darby, Pennsylvania 
1742 S. State Road 
Miami 38, Florida 
8080 N.E. Second Avenue 
Pittsburgh 22, Pennsylvania 
239 Fourth Avenue 
San Francisco 11, Calif 
420 Market Street 
Seattle 9. Washington 
1500 Westlake North 








Classification of Causes of BUSINESS FAILURES IN _United States - 1958 


Based on Opinions of Informed Creditors and Information in Dun & Bradstreet's Credit Reports 


Line or pusiness Lumber & Building Materials METHOD OF operation Retailing 





mumeer PER CERT UNDERLYING CAUSES APPARENT CAUSES 


( Bad Habits 
12 'E Poor Health 
Marital Difficulties 
Other 


Misleading Name 

False Financial Statement 
Premeditated Overbuy 
Irregular Disposal of Assets 
Other 


On the part of the princi- 
pals, reflected by 


Inadequate Sales 

Heavy Operating Expenses 
Receivatles Difficulties 
Inventory Difficulties 
Excessive Fixed assets 
Poor Location 
Competitive Weakness 
Other 


7.6 LACK OF EXPERIENCE IN THE ae! 
£0,4 LACK OF MANAGERIAL EXPERIENCE Evidenced by inability to 
> avoid conditions which 
3.3 UNBALANCED EXPERIENCE * | resultet in:- 


52.4 | NCOMPETENCR 





Fire 

Flood 

Some of these occurrences Burglary 

could have been provided Employees Fraud 
ageinst tbrough insurance. Strike 





Other 


U2 REASON UNKNOWN Because sone failures are attributed to a combination 
of apparent causes, the totals of these colwans exceed 
100.0 ora the totals of the corresponding colwans on the left. 








@ Experience not well rounded in sales, finance, purchasing, and production on the part of an individual in case of @ proprietorship, or 
of two or more partners or officers constituting & management unit. 











Poor Management Blamed 


Responsible for 9 out of 10 failures, according to analysis for veo epson were go ogy 
by Dun & Bradstreet. Retail lumber industry ranks sixth in this ane 339 por Phos Rtg 
failures among 22 retail lines. Outlook better this year. ber and building materials failed with 
liabilities of $7,836,000 in the first 
nine months of 1959 as compared to 
261 failures with liabilities of $9,024,- 
000 in the corresponding period of 
1958. 

A breakdown of 1958's 342 fail- 
ures among retailers of lumber and 
building materials of geographic _lo- 
cation showed the following: 

Num- Per 


During 1958, 342 retailers of lum- This gloomy picture is further un- 
ber and building materials failed with derscored by the fact that 1958's 342 
liabilities of $11,599,000, according failures with resultant liabilities of 
to the Business Economics Depart- $11,599,000 represented all-time an- 
ment of Dun & Bradstreet, Inc. nual record highs for the industry. eee 

Percentagewise, this represented an (See Chart I.) In addition, retailers of : _berof Cent 
increase of 12% in numbers as com- lumber and building materials failed Region Failures of Fotal 
pared to 1957’s 305 failures and an at the rate of 85 for every 10,000 New England — 23 6.7% 
increase of 32% in liabilities as com- operating in the line during the year Middle Atlantic 109 
pared to the $8,777,000 reported in ending June 1, 1959—the sixth high- | East North Central 68 
1957. est failure rate among the 22 general West North Central 9 

The average liability for each re- retail lines for which rates were com- = South Atlantic : 
tailer of lumber and building materi- puted by Dun & Bradstreet. (See East South Central 12 
als that failed in 1958 was $33,915— — Chart II.) West South Central 18 
an increase of 18% compared to Looking at the failure statistics for Mountain 12 
1957’s average liability per failure of the industry for part of 1959, we see Pacific _35 
$28,777. a slightly brighter outlook—failures Total 342 
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CHART I. 


1940—1958 
Year Number 


1940 218 
1941 240 
1942 180 
1943 56 
1944 13 
1945 7 
1946 9 
1947 39 
1948 121 
1949 203 
1950 151 
1951 163 
1952 127 
1953 152 
1954 201 
1955 224 
1956 251 
1957 305 
1958 342 


cellaneous building materials. 


street, Inc. 


untarily compromised with creditors. 





FAILURES AMONG RETAILERS OF LUMBER AND 
BUILDING MATERIALS* 


Liabilities 


$2,632,000 
2,449,000 
1,931,000 
477,000 
161,000 
73,000 
116,000 
1,391,000 
2,390,000 
4,165,000 
4,940,000 
2,952,000 
5,255,000 
4,867,000 
6,160,000 
7,230,000 
7,559,000 
8,777,000 
11,599,000 


CHART II. 


RETAIL LINES RANKED BY FAILURE RATES 
Twelve Months Ended June 1, 1959 
Failure Rate Per 10,000 


Line of Business 


Infants & Children’s Wear 
Sporting Goods 

Men’s Wear 

Women’s Ready-to-Wear 
Furniture & Furnishings 


LUMBER & BUILDING MATERIALS 


Appliances, Radio & Television 
Cameras & Photographic Supplies 
Women’s Accessories 

Shoes 

Gifts 

Dry Goods & General Merchandise 
Bakeries 

Books & Stationery 


Operating Concerns* 


176 
166 
132 
125 
107 
85 
85 
83 
78 


66 
61 


*Includes: Lumber, plumbing and heating equipment; 
electrical supplies; paint, glass and wallpaper; and mis- 


Source: Business Economics Department, Dun & Brad- 


This record includes those businesses that ceased opera- 
tions following assignment or bankruptcy; ceased with 
loss to creditors after such actions as execution, fore- 
closure, or attachement; voluntarily withdrew leaving 
unpaid obligations; were involved in court actions such 
as receivership, reorganizations, or arrangement; or vol- 


Jewelry 
Automobiles 


Hardware 


Drugs 








Automotive Parts & Accessories 
Eating & Drinking Places 


ALL RETAILERS 


Groceries, Meat & Produce 2 
Farm Equipment 


Source: Business Economics Department, Dun & 
Bradstreet, Inc. 


30 
nt 
26 
15 











For Record Yard Failures 


At this point, a word or two is 
necessary to balance the picture. It is 
true on the one hand that failures in 
the industry were higher in 1958 in 
both number and liabilities than at 
any time since 1940. However, the 
liabilities of 1958's bankrupt compa- 
nies represented only a very minor 
percentage of all the money spent 
in the industry in 1958. And the 342 
businesses which failed in 1958 ac- 
counted for only a small percent of 
the thousands of businesses which are 
engaged in the retailing of lumber 
and building materials. 

The Dun & Bradstreet’s failure 
statistics include only retailers of lum- 
ber and building materials that failed 
with losses to creditors. Voluntary re- 
tirements from business, transfers of 
ownership and those who closed their 
doors owing no bills are not included 
in these tabulations. Therefore the 
failures discussed above are _ not 
necessarily the only retailers of lum- 
ber and building materials that went 
out of business, but they were the 


ones that did so at the expense of 
someone else. 

Short business life. Also included in 
the Dun & Bradstreet’s failure study 
of the industry was an analysis of the 
number of years each failing concern 
had been in business. This study 
would seem to indicate that if a: re- 
tailer of lumber and building materi- 
als is going to fail, he will probably 
fail in his first five years of opera- 
tion. 

The Dun & Bradstreet report 
shows that 59.4% of the retail lum- 
ber and building materials failures in 
1958 involved those who had start- 
ed operations between 1954 and 
1958. In this respect, the industry was 
much like retailers in general. Of all 
retailing failures last year, 63% be- 
fell manufacturers opened in_ the 
same five year period. (See Chart 
IIT.) 

In its studies of the causes of a 
business failure, Dun & Bradstreet 
tries to get to the basic cause of each 
failure. One basic problem is getting 
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to the causes of business failures is 
to achieve informed objectivity. Ac- 
tually, the only person who really 
knows what happened to cause a 
business to fail is the man who failed. 
Unfortunately, his answers may be 
tinged with emotion and he will often 
find justification for his own actions 
and place the blame for the business 
failure in the wrong place. By the 
time he has calmed down enough to 
be objective, the facts may have be- 
come obscured. 

Creditors and former employes of 
the bankrupt are inclined to be inac- 
curate in their opinion of the cause 
of failure. Since their best interests 
have been abused, they will see only 
one side of the picture. Competitors 
are most likely depending on gossip 
for their information as to the cause 
of the failure. 

The further you get frcm the ac- 
tual operation, the more difficult it is 
to know what actually happened. 
Therefore, Dun & Bradstreet in its 

(continued on page 66) 
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Age in Years 


One Year or Less 
[wo 
Three 
Total Three Years or Less 


Four 
Five 
Total Five Years or Less 


Six 
Seven 
Eight 
Nine 
Ten 
Total Six-Ten Years 


Over Ten Years 


Number of Failures 





CHART IIL. 


AGE AMONG LUMBER & BUILDING MATERIALS RETAILERS 
FAILING IN 1958 


Lumber & Building All 


Source: Business Economics Department, Dun & Bradstreet, Inc. 


This record includes those businesses that ceased operations following assign- 
ment or bankruptcy; ceased with loss to creditors after such actions as execu- 
tion, foreclosure, or attachment; voluntarily withdrew leaving unpaid obligations; 
were involved in court actions such as receivership, reorganization, or arrange- 
ment; or voluntarily compromised with creditors. 


Retailers Retailers 
4.5% 
21.0 
17.6 
43.1 


12.0 
7.9 
63.0 


sie oo te 


x 


342 











YARD FAILURES 


(begins on page 64) 





studies of the causes of failure has a 
reporter make a final investigation of 
the account when the failure is re- 
ported. During this final investigation 
the reporter will interview, whenever 
possible, a principal of the business. 
In addition, investigations are made 
with banks, suppliers, competitors 
and other outside sources to help 
form an objective opinion as to the 
cause of failure. When you add up 
the results of these investigations a 
definite pattern of the causes of fail- 
ures emerges and is well worth study- 
ing. 

What is the cause of a_ business 
failure? Over the years, one pattern 
has recurred consistently in Dun & 
Bradstreet’s studies into the causes of 
bankruptcies involving losses to credi- 
tors. A failure can be traced in most 
instances directly to a clearly identi- 
fiable human weakness on the part 
of the people running the business. 

Failures Analyzed. Here is the study 
the causes of failures that Dun & 
Bradstreet did on the 342 lumber and 
building materials retail failures that 
occurred in 1958. 
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Disaster—3 failures, or 0.9 per 
cent, of the total retail lumber and 
building materials failures reported 
in 1958 were attributed to disaster 
caused by fire. Although these fail- 
ures may have been caused by cir- 
cumstances beyond human control or 
an “Act of God’, these failures could 
probably have been provided against 
through proper insurance. 

Fraud and Neglect—The number 
and percentage of bankruptcies in 
which fraud and neglect played a part 
seems to run fairly constant over the 
years. These failures result from a 
personal weakness on the part of the 
principal or principals of the business 
—a moral lapse, dishonesty or fraud. 
These are present in any economy, 
but they appear more in times when 
pressing competition creates strains 
which lead to temptations to take the 
easy way out of financial predica- 
ments. During 1958, only five fail- 
ures were resultant from fraud or 
fraudulent intent on the part of the 
principal or principals of the busi- 
ness. This was reflected by irregu- 
lar disposal of assets (4 failures) and 
one failure for false financial state- 
ment. A still small percentage of the 
lumber and building material retailers 
that failed was classified as due to 
neglect. The apparent cause of neg- 
lect in five cases was poor health; 


four, bad habits, and three for oth- 
er reasons which seemed to belong 
under the classification of neglect. As 
a whole, fraud and neglect as a cause 
of failure added up to only 5.1% of 
all failures in the line during 1958. 


Inexperience—The bulk of the fail- 
ures, 93.7%—or more than nine out 
of ten—were management failures. 
Here’s how this category was broken 
down. 

Num- Per 
ber Cent 


Incompetence 145 42.4% 
Unbalanced Experience 80 23.3 
Lack of Managerial 
Experience 70 = =20.4 
Lack of Experience 
in the Line 20: 16 
321 9357 


This group was further analyzed 
by the surface causes or the reasons 
given as excuses, for the failures, 


Num- Per 
ber 


Inadequate Sales 176 
Competitive Weakness 80 
Receivables Difficulties 77 
Inventory Difficulties 32 
Heavy Operating 

Expenses 
Poor Location 
Excessive Fixed Assets 
Other 13 


Because some failures are attribut- 
ed to a combination of surface 
causes, these figures add up _ to 
somewhat more than the 93.7% of 
the failures analyzed in this group. 


As we study the above picture, it 
is clear that the basic problem of 
failures is the one of lack of manage- 
ment experience and ability. It might 
also be stated as a lack of the mer- 
chandising instinct and a lack of the 
desire to serve. Of course, this is a 
pretty broad statement and perhaps 
a little disappointing because of the 
difficulty in doing something about 
it. We certainly cannot say that only 
experienced persons can go into busi- 
ness; if we were to limit the joys and 
sorrows of being an owner just to 
those who could demonstrate apti- 
tude, we would be doing those who 
would be turned down a thankless fa- 
vor. 


It goes without saying that a suc- 
cessful business doesn’t just happen— 
it is the result of deliberately calculat- 
ed and carefully followed policies. 
Businesses will not run _ themselves 
and so they are merely reflections of 
the capabilities of the men behind 
them. A success doesn’t just happen; 
neither does a failure. The basic con- 
sideration in the success or failure 
of a business is the owner’s ability, on 
a continuing year-after-year basis, to 
make wise decisions compatable with 
the economic times. And his own 
ability to grow with the business. 
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E Trimmer 
| Holder 


FREE Shear 
Wall Holder 





... tO build snap/lock garden tool sales 


This colorful Skil self-demonstrating, permanent display 
is absolutely FREE to Skil dealers. It lets prospects 
snap a Skil !4” drill in or out of the Snap/Lock Shear 
in 3 seconds! A dramatic attention-getter, a convincing 
sales clincher. Here’s how to get it 
Order Skil Master Pack No. 22520 for the 
Retail Price of $56.85 (less your regular discount) and 
you get 
1 No. 22505 Grass & Shrub Shear with $3.95 Wall Holder Free 
1 No. 22504 Hedge Trimmer with $3.95 Wall Holder—Free 


1 No. 503 %” Drill 
Pius- 
e Colorful Background Display Panel—Free 
e 25 Skil Lawn and Garden Line Folders—Free 
e 3 attention-getting Window Streamers—Free 
e Handy Business Reply Card for ordering Newspaper Ad 
Mats, Radio Spots and additional Folders and Streamers 








& with demonstrabie 
selling features 









ge by the makers 
of famous Skil and Skilsaw products 







& with power 
at the point-of-sale 
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and LOOK ads 
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e Handy Business Reply Card for ordering Newspaper A 
Mats, Radio Spots and additional Folders and Streamers 







ratte a. 
= In ad LOOK and POST ads to 
sell your customers 


Skil Power Tools for lawn, garden and home 
workshops are featured in sales-making national 


= ads this spring—month after month. Here’s the 
a schedule— 


H E iE ate 
to build shrub we Issue on atk Product 
& grass shear sales LOoK (3/15) 3/1/60 enidinch tee 











This customer-stopping FREE Skil display quickly 

attaches to the Roller-Handle of a Model 529 LOOK (4/12) 3/29/60 536 Saw 
Shear. Off-the-floor design let’s you demonstrate FPS 

the tool without interference. POST (4/30) 4/26/60 514 Jig Saw, 656'Saw 


Colorfully printed on both sides in green, white, 
and black, it shows four important uses of this 











versatile new tool. Comes packed right in carton LOOK (5/24) 5/10/60 529 Grass Shear 
with No. 21247 Roller-Handle. So be sure to order 
a Roller-Handle with each Model 529 Skil Shear! LOOK (6/21) 6/7/60 529 Grass Shear 


SKIL CORPORATION 


5033 Elston Avenue, Chicago 30, Illinois 
3601 Dundas St., W., Toronto 9, Ontario 


Prices and specifications are subject to change without tice. A ders are biect to a 


by factory in Chicago. Orders are billed at prices in effect at date of shipment 
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SA/¢ Lawn & Garden Line Featuring . 


vw SHRUB GRASS SHEAR 


FIRST 3-WAY POWER TOOL that Trims Grass, Edges Grass and Shapes Shrul 


fit over 5 Million Drills Now in Use! E> 


They Snap on or off 4” drills in 3 seconds—and 
there’s no time wasted in complicated assembly using 
screwdrivers, wrenches, bolts, clamps, or small parts. 
It’s as simple as that—and THINK what a real Ex 
sales-making store demonstration that provides! swe 
The market for these Snap/Lock Tools is tremen- “te 
dous. They fit all Skil 144” Model 503 Drills, Skil Model 
549 (type 5 and later), and also B & D Models U-1, cc 
U-3, U-15, U-100, and U-400! too 


Snap/Lock Shrub & Grass Shear 


No. 22505 — only $1995 jus 
(less drill) noi 
Trims grass, shrubs; edges 


blade does not throw sticks, stones, 


Quiet operating. valle 
Only 3 Ibs. (less drill). horiz 

separ 
Snap/Lock Hedge Trimmer 


No. 22504 — only $1995 (iess driti) 


Scalloped-tooth design grips branches 5 DE 
ieee ett crane cea ~ ge NE 






($3.95 WALL HOLDERS «<< 


<4 thal youth ealidkel elahitia wake: daameied Sedsbauteity 
offer gives your customers a $3.95 Wall Holder unit absolutely 
ee v took ately-boopa tt any fo : ee on 











































Shrubs... 


A TOTALLY NEW CONCEPT in power tool 
design for the lawn and garden market. No other 
tool provides the versatility, convenience and extra 
safety of this deluxe SKIL Shear. 


EXCLUSIVE, MULTI-BLADE scissor-action 
cutting offers professional gardeners and home- 
owners a new and better method of trimming and 
edging grass, shaping shrubs, evergreens. 


EXTRA-WIDE, self-sharpening blades cut full 6” 
swath cleanly—even in tall grass or weeds. Won’t 
“tear” grass ends causing them to turn brown. 


COMPLETELY SAFE — unlike rotary blade 
tools, scissor-action blades can’t throw stones or 
dirt, and there’s no unguarded blade area to let it 
mar trees and fences. Slip clutch prevents tool dam- 
age if stones get caught in blades. Top handle ad- 
justs 90° right or left. Quiet-running—no irritating 
noise! Light, easy-to-use—only 4! lbs. 


ROLLER HANDLE (NO. 21247) 
(for Model 529 Shear) 


only $500 


Let's you trim and edge as fast as you 
can walk. No weight to hold—smooth-action 
roller fully supports shear. Adjustable for 
horizontal or vertical trimming. (Packed 
separately from Model 529 Shear). 







DELUXE HEDGE TRIMMER AT A 


NEW LOW PRICE! 
Model 513 
was $4450 


NOW 


$39°° 


The most powerful, fastest cutting hedge trimmer 
ever designed. Extra-long 14's” blade with 
foliage-gripping “scalloped” tooth design covers 
more area, cuts clean, fast. Wide spacing of teeth permits 
more and larger branches to be cut in one blade stroke. 
Handle adjustable a full 90° right or left, and lightweight 
aluminum frame make this the easiest-to-use 

trimmer ever built— only 5 Ibs, 


gets under fences 


» 











another /eader chooses Turn * A» Bore! 


“Efficiency of our door unit department has 
increased materially since the installation of 
T-A*B equipment,” says R. L. SWEET LUMBER COMPANY 


“Our TurnsA*Bore Equipment was selected after thorough research over several years time. 
We feel that it is now tried, tested, and proved. A factor that influenced our thinking was 
the compactness of the unit; square footage consumed is less than one would expect.” 


Covering 8% acres, the R. L. Sweet Lumber Company 
plant in Kansas City, Kansas is recognized as one of the 
most complete and modern operations of its type in 


the U.S. 


This progressive firm was the first lumber company in 
the Kansas City area to 


use straddle lifts and fork handling equipment 
offer a planning center for customer use 
build a pole type structure for warehousing materials 


prefabricate roof trusses and wall sections (now 
complete houses) 


adopt enclosed vans for delivery of sash and doors 


install Turn*A*Bore pre-assembled door manufactur- 
ing machinery. 


The Sweet Lumber Company was founded in 1935 by the 
late Robert L. Sweet with a payroll of two. Today, Sweet 
Lumber employs 170 people full time, and maintains one 
of the largest Sash and Door Departments in its area. 


THE TURN*A*BORE STORY— some important facts YOU should know: 


e@ With Turn-A-Bore shop machinery one semi-skilled operator turns out a complete, precision-built 
door and jamb unit in less than fifteen minutes. With additional operators manufacturing time can be 
cut to 5-8 minutes per door unit. 

e Turn-A-Bore door units are first choice with builders and contractors. They are interchangeable... 
fit any opening perfectly ... qualify for all types of home financing .. . save time and money 
on installation. 

e@ The basic Turn-A-Bore shop costs $6,000 to $9,000 — can be financed for as little as $1,000 down. 
No “royalty” payments per door are required. You owe nothing beyond the price of the equipment 
you buy. 


write, wire or call collect for complete details. 


CHOP SAW|JAMB AND STOP MACHINES| DOOR SIZER| DOOR MACHINE | HAROWARE APPLICATION MACHINE| HYDRAULIC ASSEMBLY TABLE | END TRIM SAW 


a 
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SMART MERCHAN- 
DISING is camou- 
flaged by this un- 
impressive exterior, 
which has been 
the home of Texas 
lumber firm for 
over 100 years. 


Time Stands Still, But Sales Jump 


Old-World atmosphere is deceiving in this organization, where customer 
loyalty is tied to special services, high quality merchandise and fair prices. 


OST LUMBER DEALERS have 

kept pace with progress by build- 
ing contemporary retail stores and 
using up-to-the-minute merchandising 
methods. But maybe a “new look” is 
not always the best look, especially in 
a rural county seat of 7,000 like Bren- 
ham, Tex., where the Farmers-Mer- 
chants Lumber Co. is located. 

Many of today’s businessmen only 
dimly remember seeing antiquated 
fixtures like those found here: revolv- 
ing fans; merchandise stacked ceil- 
ing-high and reached by a sliding- 
track ladder; wide plank flooring; 
open kegs of nails; and an office 
completely enclosed by a waist-high, 
heavy wooden partition topped with 

> j : : sash windows. 
HAND-FINISHED FURNITURE like chair, right foreground, is turned out by local “Tust because our store dates back 
cabinet maker, who has rent-free space at lumberyard, where he also buys his 100 years, don’t be misled,” cautioned 
materials of course. ’ (continued on page 74) 











COUNTRY - STORE 
ATMOSPHERE is 
what his customers 
want, believes 
manager Guggolz, 
who stocks new 
products, although 
you may not see 
them. 








ws PRICE 
APPEAL! 


That’s what builds night latch volume... 
and these both have got it! 


Here are two proven volume producers to lead your night 
latch line. The reason for their sales success is no secret. They 
both possess the two most powerful buying incentives: they 
appeal to the eye and to the pocketbook. Better make sure you 


are stocking them. 


No. D220 


Streamlatch 
in Rose Gold 


with LURALON finish 


No. 26358G. It gleams —it glows-—it sells! A 
durable finish that combines brilliance of sil- No. D220. Striking version of a rugged night 
ver with warm glow of bronze. 5-pin tumbler latch in a standard design case. The beauti- 
cylinder, rustless alloy case and strike with ful ‘‘Rose Gold” finish has all the appeal 
Luralon finish. Hold-back button. Hand- of a lovely rich suntan. 5-pin tumbler, 
some display mount available at no smooth, rich-looking case; spring-steel 
cost with each dozen ordered. (Regu- hold back slide. Beautiful brass finish on 
lar charge for latch only.) cylinder, ring, bolt, button and knob, 


A If your jobber cannot supply you, write us for further information. 


INDEPENDENT LOCK CoO. 


Fitchburg, Mass. 


Y 
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general manager L. M. Guggolz. “We 
don’t permit any cobwebs to gather 
around here.” Guggolz went on to ex- 
plain the “why” of the old-time at- 
mosphere. 

“This town is a settlement of hard- 
working people of German stock, 
many of them the finest wood crafts- 
men in the country. Their craftsman- 
ship is in great demand by top-grade 
furniture stores. They aren’t opposed 
to progress. They just prefer a re- 
laxed, Old World atmosphere, par- 
ticularly in the place where they buy 
their building materials. I believe 
they’d rather have the smell of saw- 
dust, paint and oil than trade in the 
finest air-conditioned store. 

Contractor party. Every year, Gug- 


golz and his staff stage a party for 
contractor and carpenter customers 
in the lumberyard, a perfect setting 
for the keg of liquid refreshments 
and the Dutch lunch. Of course dis- 
tributors’ reps are on hand to dem- 
onstrate new products, too. 

Free use of a wide variety of hand 
and power tool equipment in the rear 
of the block-long store is offered lo- 
cal carpenters—another subtle method 
of guaranteeing their buying loyalty. 
Another large room in the cabinet 
area is occupied by a cabinetmaker, 
who turns out hand-carved mantels, 
louvered doors, church pews and sim- 
ilar hand-crafted pieces. He receives 
free rent and electricity. 

Storage of their ladders and other 





White Fir lumber is soaring to new heights 
of popularity in residential construction 
and industrial use nationwide. 


The building trade is rapidly recognizing 
this specie as an economical material that 
more than meets the requirements of 
durability, strength and workability. 


To meet the demand, TW&J sawmills 
manufacture premium quality, uniformly 
graded, kiln dried, high altitude White 
Fir dimension in all grades and sizes from 
2x4 to 2x 12. 


ASK YOUR WHOLESALER FOR TW&J 
PREMIUM WHITE FIR DIMENSION 


1960 is TW&J's 50th Year in the Lumber Business 


Tarter, Wesster & Jounson, Inc. 


P.O. BOX 3498 
San Francisco 19, California 
PRospect 6-4200 Teletype SF 211 
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bulky equipment under a covered shed 
is another Farmers-Merchants service 
to their contractor customers. The 
company does a good business in 
specialty items, but doesn’t stock any- 
thing lower than Grade B finished 
lumber. Paint and accessories are fea- 
tured in nearly every one of the 
firm’s newspaper ads. There are very 
few specials because customers won't 
buy off-brands and prices remain 
steady. 

The roofing-siding price battle 
waged among metropolitan dealers is 
watched from the sidelines. Roofing 
sales by Farmers-Merchants are es- 
pecially good for two reasons: increas- 
ing construction of large farm build- 
ings and roof repairs in rural areas. 
Guggolz finds that plywood paneling 
is becoming more popular for den 
and kitchen construction. The hot, 
humid weather in this area has re- 
sulted in some excellent sales of fiber- 
glass insulation. 

School teacher sells. New construc- 
tion and remodeling are responsible 
for about 70% of Farmers-Merchants 
sales with turn-key jobs on new 
homes, barns and commercial build- 
ings in addition to roofing and siding 
jobs. 

The company’s best salesman is a 
local school teacher, who goes after 
home improvement and new home 
leads during the summer months. She 
is a long-time resident of Brenham 
and has many contacts. 

Although a relatively small opera- 
tor, Guggolz makes every effort to 
get a price advantage by buying in 
quantity. He sends his own truck into 
Dallas to pick up merchandise. In a 
small town, where customer replace- 
ment isn’t easy, you have to be extra 
careful about quality and price, Gug- 
golz emphasizes. 

“It’s almost unbelievable the way 
word gets around,” he declares. 

A look at the towering shelves of 
hardware items might lead an observ- 
er to suspect that some of the stock 
had been around since the Alamo. 
Not so. Inventory is reviewed period- 
ically and either given a stronger push 
or, as a last resort, reduced in price. 


8. oy 
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NERS MERCY Wy 
SLUMBER CO. J 
che tome Bailders 
Pha 6-364] ++ Brenham Tex 
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Cont rector 


NEAT JOB SIGNS with homeowners’ and 
contractors’ names provide good cus- 
tomer relations for Farmers-Merchants 
Lumber Co. 





IF YOU STOCK 7 
Pe 


YOU should 
stock the 


DIRECT- 

TO-DEALER 

GOLDBLATT 
LINE! 


Take this check-list test! If 
you can identify 7 or more 
of these tools as items you 
jee sg carry in your regular stock— 

then your store is a tool 


“WE'RE MAKING BIG MONEY Now THAT WE'RE SUGGESTING a \ center for professional men 
SCOTCH BRAND MASKING TAPE WITH EVERY PAINT SALE / in the building field! And 























such Dealers must stock and 
“SCOTCH” and the ploid design ore registered trademarks of 3M Co., St. Paul 6, Minn sell Goldblatt Tools, the 
preferred trowel-trades line 


is 


Mienesora finine ano PMianvracrurine company / E> since 1885. If you do not 
ig 


.. WHERE RESEARCH I$ THE KEY TO TOMORROW >" vr get the Goldblatt Dealer 

Catalog, write for your Free 
copy today! We'll send it 
out at once! 











IN — AREAS, 


Ocoldblan NOW 
SELLS THROUGH 
KEY JOBBERS! 


We have appointed stock- 
carrying swift-servicing Job- 
bers on both coasts. Other 
Jobber appointments are 
pending. Write for the name 
of the Jobber nearest to 
your store. 


2 JOBBERS: Write us if you 
Ww. C.D. are interested in the Gold- 


Above is average of timber being cut today on our second blatt Tool line for your area. 


cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 22 Million feet for past half century under exacting 
Forest Management Plan without depletion. 


HARDWOODS — WHITE PINE — HEMLOCK 
DEFEND YOUR TRADE WITH 


MENOMINEE INDIAN MILLS 1930 WALNUT STREET 
Neopit, Wisconsin KANSAS CITY 41, MO. 








Air-dried QUALITY LUMBER Kiln-dried 
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Specifications and Market Data on Products You Can Sell 


new PRODUCTS 


Develops Form for a 36” Fireplace 


A new, complete fireplace form for the popular 36” size 
fireplace provides all internal details of fireplace construction. 
Called the No. 37 Benefire form, it permits the building of a 
fireplace quicker and easier than by laying solid masonry and 
saves up to half a ton of masonry, says maker. 

The Benefire is a complete form from hearth to flue. The 
unit is set on the base of the fireplace, the flue is placed on 
the unit and masonry is laid straightaway with no diagonal 
courses. The firebox, double welded of heavy boiler plate, 
graduated in thickness up to 4”, affords even heat distribution, 
maker states. New Ductops are said to make ductwork cheaper 
and easier. 

Market data. The new No. 37 size Benefire forms expand 
the manufacturer’s line of fireplace forms to seven sizes rang- 
ing from 27” to 50”. Available from building material distribu- 
tors, the No. 37 is primarily an item for contractor sale. It has 
a suggested retail price of $87.50 and offers a dealer discount 
of 25% to 35%. Dealer sales aids include catalogs, envelope 
stuffers, ad mats and display material. Sample plans and mason 
ry instructions may be obtained by writing to Bennett-Ireland, 
Inc., Dept. AL, 48 Exchange St., Norwich, N. Y. 
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Filon Has New Fiberglass 
Panels that Deflect Heat 


Development of a new Thermoblok heat-resistant color 
formulation for translucent fiberglass reinforced plastic 
building panels is announced by Filon Plastics Corp. The 
low-heat-transmitting characteristics are especially appli- 
cable to construction of patio roofs and awnings in warm 
climates. 
The panels are available in several weights in 242” 
corrugations, shiplap and flat, and in six colors: snow, 
dusty peach, canary, tangerine, beige and shamrock. While 
the new colors are vital in providing cool installations and 
represent the result of intensive research for the most 
heat-resistant pigments available, proper construction and 
provision of adequate ventilation are essential to obtain 
full benefit of the new development, says maker. " 
Market data. The illustration at right shows how new ¥f 
Thermoblok panels deflect the sun’s heat rays and will f 
s a? 


enable patios to be kept substantially cooler. Suggested 


| ? 
retail price of the new fiberglass panels is 45¢ per square 
foot; retail markup on cost is 3343%. Available now q ‘ 
from 160 building material distributors, the panels are @ , f 
ideal items for both consumer and contractor sales. ' 


Dealer sales aids include ad mats, literature and banners. 
Filon Plastics Corp., Dept. AL, 2051 E. Maple St., El 
Segundo, Calif. 
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CAN 
BE A 


NAUTILUS 


DEALER 


FEATURED 


March 21 


Cash in on the sure-fire promotion that brings 
NAUTILUS NO-DUCT HOOD customers right to 
your store! 


We’re putting a full-page ad in LIFE, March 21 (on 
newsstands March 18) to tell all America about the 
NAUTILUS NO-DUCT HOOD —the fabulous new 
appliance that banishes cooking odors, grease and 
smoke without vents or ducts. 


How do you get in LIFE? 


Just buy 6 NAUTILUS HOODS—any size, any 
model, any finish. Your firm name and address will 
be listed in the full-page LIFE ad—and prospects 
in your area will be directed right to your store. 


Dans cookery oer grease umate 
wired costly tats oF ents 


And you'll get... FREE!... 


e This traffic-stopping 4-hood 
floor display. 

e Giant blow-up of LIFE ad. 

e Complete merchandising 
material — window streamer, 
counter card, ad mats, etc. 
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This promotion is sure-fire! 


Three small-space LIFE ads pulled 49,000 inquiries 
...and sold thousands of hoods! But thousands of 
leads were wasted because we couldn’t process leads 
fast enough. This new LIFE promotion is geared to 
bring prospects right to your door. IJt’s easy .. . it’s 
profitable . . . it’s sure to pay off for you! 


*PAT. PENO 


CASH IN! MAIL THIS 


OUPON TODAY! 

o Nautflus 

Major Industries, Inc. NO-DUCT HOOD’ 
505 North LaSalle Street 
Chicago 10, Illinois 
Gentlemen: 
Please have a Nautilus distributor call on me so that 
I canselect model, sizes and finishes of the6 NAUTILUS 
NO-DUCT HOODS I want to order to get the free 
display and to have my name listed in the full-page 
LIFE advertisement on March 21. 


AL-LP-201 


Name 
Company 
Address 
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wee : Copper Flashing with Imprinted 
NEW PRODUCTS Weight Identification 

(begins on page 76) Copper Armored Sisalkraft in the 
3-ounce weight now is being produced 
with overall imprinting indicating the 
weight per square foot of the electro 
deposit copper. The new addition com- 
plies with various government specifica- 
tions. The markings also will assist the 
contractor or applicator in making easy 
identification of opened rolls of the 
flashing and waterproofing product. 

The continuous printing is spaced 
crosswise and lengthwise to completely 
cover the paper side of the material and 
the weight designation is clearly visible 
on rolls of any width. 

Market data. Suggested retail price of 
Copper Armored Sisalkraft in the 3- 
ounce weight is 31¢ per square foot. 
Usual retail markup on cost is 25% to 
40%. Available from building material or 
sheet metal distributors or direct from 
maker, it is offered in 4” to 60” x 120 
lin. ft. rolls. It is primarily an item for 
contractor sale. Dealer sales aids include 
samples, literature and architect specifi- 
cations. American Sisalkraft Corp., Dept. 
AL, 55 Starkey Ave., Attleboro, Mass 
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Appalachian Hardwoods are recognized 
everywhere for their fine natural qual- 
ities—soft texture, easy workability and 
attractive graining. Let the foremost 
concerns in this column supply you with 
dependable quality, well-manufactured 
Appalachian Hardwood products. Con 


sult them on your next requirements. 





* Hamer Lumber Sales, Inc., Kenova, W. Va. 


Exclusive Sales Agents for 
‘ann Vistarama Window Units Introduced 
Manufacturers Appalachian Hardwood Lumber Called Vistarama, a new line of panel, picture-awning and 
unitized casement windows is announced. Thé panel windows 
may be used for single or grouping installations, as awning, 
hopper or economy casement ventilating units or with fixed 
sash. The Vistarama line includes such featutes as neoprene 
weatherstripping applied to the frame; glass set in glazing 
, - compound and secured by wood stops; and cadmium-plated ny- 
Wood-Mosaic Corp., Louisville 9, Ky. lon iene hinges with adjustable tension on panel and picture- 
White and Red Ook, Walnut, Poplar, Basswood, awning units. 
oe al Sand Velen ete eae The Vistarama line represents the first venture into the 
Ook and Maple Strips and Laminated Block and wood window market by the 75-year-old maker of wood screen 
Special Pattern Flooring. and combination doors, window screens and stotm sash. 
Market data. Available from sash and door jobbers, the win- 
ri ; dows are designed to compete in the quality wood window 
Member Appalachian Hardwoods market, says maker. The new line also includes optional acces- 
sories such as removable framed grids for casement units, 
which snap in and out for easy window cleaning. The wood 
grids with aluminum frames are available in a diamond shape 
as shown in photograph above or for divided or horizontal 
' divisions. Dealer sales aids include envelope stuffers, specifica- 
always specify tion folders and displays. The Wabash Screen Door Co., Dept. 
APPALACHIAN HARDWOODS AL, 310 So. Michigan Ave., Chicago 4, IIl. 
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Reynolds Offers Rainlock 
Ribbed Roofing & Siding 


Dealer L. L. Hunter, right, Hunter 
Lumber & Coal Co., St. Joseph, IIl., 
was photographed while studying Reyn- 
olds Rainlock Ribbed Roofing and Sid- 
ing shown to him by William Boles, the 
manufacturer’s market manager of resi- 
dential building products. 

Rainlock is especially designed for 
farm and light commercial use as well 
as residential application, carports and 
patio covers. It features a new, engi- 
neered and patented water-tight lap de- 
sign, maker announces. A safety drain 
checks leakage under unusually severe 
conditions. With Rainlock, a nail driven 
straight down through the top and center 
of rib gives a positive seal and a good 
firm hold, maker says. The aluminum 
sheets provide a full 4’ coverage from 
side to side. 

Market data. Suggested retail price 
of Rainlock is $18.50 per 100 square 
feet. Usual retail markup on cost is 
25%-35%. Available now from 65 dis- 
tributors, Rainlock is an ideal item for 
both consumer and contractor sales. A 
dealer may buy Rainlock as he needs it. 
Sales aids include literature, counter dis- 
plays and mounted samples. Reynolds 
Metals Co., Dept. AL, 6601 West Broad 
St., Richmond 18, Va. 
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A New Board for Structural 
and Insulation Use 


Known as Unarcoboard, a 100% in- 
combustible board may be used for walls, 
ceilings, partitions, backup-board for pre- 
laid tile or brick facing, duct work, fire- 
walls, heat screens, housings and breech- 
ings. The asbestos board is ideal for use 
as an exposed wall surface, where insu- 
lation and sound-deadening properties are 
required, says maker. 

Available in sheets up to 4’ x 8’ in 
size, the white board may be installed ra- 
pidly and economically. It can be worked 


(continued on page 80) 








a steady flow @ 

reliable leads ) oNEwaY> to new 
selling opportunities...in 
their own areas...so they can 
go after the orders that will do 


oy 
them the most 32Y good? 


They use daily US 


Dodge Reports!! 
If you do business anywhere 


Dodge in the 37 Eastern states— 


F.W. DODGE 
SEND FOR 
THIS FREE 
BOOKLET 
Reports 


FOR TIMED SELLING 
TO THE 
CONSTRUCTION INDUSTRY 


F. W. Dodge Corporation, Construction News Division 
119 West 40th Street, New York 18, N. Y., Dept. AL20 


Send me the booklet “How Material and Equipment Firms Get 
More Business in New Construction” and let me see some typical 
Dodge Reports for my area. I am interested in the general markets 
checked below. 


[] General Building (_] House Construction 
[_] Engineering Projects (Heavy Construction) 
Area___ sas ieaiditenianinl nile 

Name 

Company— 


Address 
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NEW PRODUCTS 


(begins on page 76) 





like wood, sawed, planed, sanded or 
drilled with ordinary woodworking tools. 
It takes and holds nails and screws like 
lumber, says maker. Its smooth-sealed 
surfaces do not require finishing. How- 
ever, the board can be laminated, covered 
by veneers or painted with alkali resist- 
ant paint. It will not burn, rot, mold or 
sustain vermin, maker says. 
Market data. Unarcoboard 

in thicknesses of 1”, 142” 

3”. Density per cubic foot ranges from 20 
to 75 pounds. It has an 1.c.1. retail price 
of 70¢ per square foot. Available direct 
from maker, the new board is primarily 
an item for contractor sale. Details per- 
taining to a plan of cooperative adver 
tising allowances may be obtained by 
writing to Fibrous Products Div., Union 
Asbestos & Rubber Co., Dept. AL, 1111 
W. Perry St., Bloomington, III. 
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Offers New Type of Genuine 
Stone Veneer 


Called Silvara Natural Stone, a new 
type of genuine stone veneer is quarried 
in 1” sheets and then cut to desired 
heights and lengths. It is furnished in 
modular heights of 4” and 8” and ran- 
dom lengths ranging from 8” to 24”. Each 
stone is grooved at top and bottom to 
receive heavy-duty wall anchors that 
interlock the entire stone surface and 


hold it secureiy to the wall. Joints are 
mortared after application of the stone is 
completed. 

A metal starter strip eliminates the 
need for a special foundation footer, says 
maker. Factory-bonded mitered corners 
help speed construction. 

Recommended applications by the 
maker include any type of interior o1 
exterior sidewalls, accent walls, recreation 
rooms, fireplaces or patios. 

Market data. Silvara Natural Stone 
retails at $125 to $135 per 100 square 
feet. It is packed seven square feet per 
carton including nails and anchors. Avail 
able now from 100 lumber and building 
materials distributors, it is an ideal item 
for both consumer and contractor sales. 
here is no minimum dollar investment 
for a dealer. Sales aids include display 
boards, literature and outdoor metal signs 
Shakertown Corp., Dept. AL, 20310 Kins 
man Road, Cleveland 22, Ohio. 
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Insulated Blankets for 
Winter Concrete Curing 

A 2”-thick layer of glass fiber encased 
between sheets of heavy VisQueen 8- 
mil black polyethylene film forms an 
insulated and curing blanket of unusual- 
ly. high insulating quality, maker an- 
nounces. Trade-named MaKa, the new 
insulated concrete curing blankets are 
available in 6’ width and up to 50’ in 
length. 

They insulate and give a satisfactory 
cure of concrete slabs with little or no 
heat in below freezing temperatures, re- 
ports maker. The glass fiber inner lin- 
ing prevents transfer of heat from the wet 
cement concrete while the double layer 
of VisQueen film will not stiffen or de- 
teriorate and resists tearing, it is said. 

Market data. MaKa Insulated Con- 
crete Curing Blankets may be reused 
many times. They are primarily items 
for contractor sale. Contractors using 
the blanket in zero weather with no heat 
at all have reported that warm steam 
arises from the concrete when they are 
removed, maker states. Max Katz Bag 
Co., Inc., Dept. AL, 312-16 S. New Jer- 
sey St., Indianapolis 4, Ind. 
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IMMENSE APPEAL!! 


For Builders 
and 
Consumers! 


New! Unique! A real profit 





builder! 


pearance. 











openings. 

















368 S. WARREN STREET 


will go for its 
simple installation (30 sec- 
onds), and beauty of ap- 


Consumers 


Builders will appreciate the 
economies 
using this door for closet 


to 


lami atin 
FABRIC DOOR 


installed in 30 seconds! 


For complete details see your distributor or write 


THE COLUMBIA MILLS, 


SYRACUSE 1, NEW YORK 


be had by 


INC, 
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on 


“They must have run a help 
wanted classified ad in 
'' AMERICAN LUMBERMAN!” 


Whether you're looking for a new job... 
a new man to fill an old job. . 
buy or sell equipment, lumber, a business 
—you'll get results by using the classified 
pages of AMERICAN LUMBERMAN! 


. want to 


American Lumberman 


59 E. MONROE ST @ CHICAGO 3, ILLINOIS 
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Introduces Four New 
Ceiling Tileboards 


Four new ceiling tileboards designated 
Grecian and Qui-Lite Acoustical Tile 
boards and Fantasy and Pageant Decora 
tive Tileboards now are available. Gre 
cian’s clusters of vari-sized holes form a 
distinctive fissure-like surface, while Qui 
Lite’s swirl design is comprised of hun- 
dreds of tiny sound traps that pepper its 
entire surface. Both the Grecian and 
Qui-Lite tileboards are offered in bright 
white, 12” x 12” and 12” x 24” (center 
grooved) with flanged tongue-and-groove 
joint. 

Fantasy’s pattern is achieved with gold 
and rose-toned beige on soft white. Page 
ant has a gay pattern of orange and gray 
circles intertwined with gray lines on a 
soft white background. The two tileboards 
are offered in 12” x 12” size with 
flanged tongue-and-groove joint. 

Market data. Available now from dis 
tributors, the four new tileboards are 
ideal items for both consumer and con- 
tractor sales. The tileboards are easily 
cleaned and may even be washed with 
water and a mild soap, says maker. Deal- 
er sales aids include displays, samples and 
literature. Insulite, Dept. AL, 500 Inves- 
tors Bldg., Minneapolis 2, Minn. 
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Combines Aluminum & Redwood 
for Modern Fences & Screens 


Called Ranchweave, a new line of fac- 
tory-assembled and finished dimensional 
fence and screen is a combination of 
aluminum and redwood. The preassem- 
bled panels are being produced in 8’ and 
12’ lengths and in 3’, 4’, 5’ and 6’ heights 
in both horizontal and vertical designs. 
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Exceptionallly strong “T” section posts 
are being supplied with the Ranchweave 
panels to simplify installation by do-it- 
yourselfers or contractors. Posts are 
furnished 4’0” longer than panel heights 
to allow adequate depth installation 
through the frost line. Panels may be 
mounted at ground level, raised or stepped 
as desired. Smooth aluminum weaving 
strips are locked in when panels are 
assembled to “T” posts, says maker 
Round hemmed edges of the aluminum 
strips with a Geon vinyl enamel finish 
are safe for children, adults and pets 

Market data. Ready-to-install Ranch 
weave dimensional panels, with posts 
included, range in retail price from $2.45 
to $4.25 per lineal foot. Usual retail 
markup on cost is 334%. The Ranch 
weave panels and posts will be available 
March | direct from maker. Minimum 
dollar investment for a dealer is ap 
proximately $100. Sales aids include lit 
erature, installation data and envelope 
stuffers. General Lite Metals, Dept. Al 
P. O. Box 50, Bay City, Mich 


Circle No. 210 on Handy Cover Cord 


Two New Resilient Tiles 


Two new resilient tiles offer unusual 
design possibilities for do-it-yourselfers 
who want to install their own floors. One 
of these is a vinyl-asbestos tile featur 
ing a pearl-chip design as shown in 
photograph above. Called Centennial Ex- 
celon Tile, it is available in 9” x 9” size, 
service gauge. The tiles may be cut with 
scissors to fit around room edges or ob- 
structions. Their adhesives may be 
spread with an ordinary paint brush. 

The other tile also being offered for 
the first time is a service gauge rubber 
tile that also permits easy installation by 
a homemaker. Made in a styling called 
Imperial, it features a modern Terrazzo 
type design in 10 subdued colors. 

Market data. The new Centennial Ex 
celon Tile retails for about 16¢ per 9” 
x 9” tile. Six patterns are available in 
this design, each featuring a pastel field 
color with spatter dots that gleam like 
iridescent pearls. The new service gauge 
rubber tile retails at 22¢ to 25¢ per 9” x 
9” tile. 

Both of the two new resilient tiles 
are designed to be installed by profession- 
al floor mechanics as well as by do-it- 
yourselfers. Armstrong Cork Co., Dept 
AL, Lancaster, Penna. 
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ELIMINATE LADDER JACKS 


HERE'S 
THE 
ANSWER 


MICHIANA 
GENERAL PURPOSE 
SAFETY SCAFFOLD 


©® Safer @ Cheaper @ Telescones 


© Approved by Industrial Commission of Wisconsin 





Work at two levels at the same time. Light but sturdy, 

length. Casters at platform level make easy vertical or 

used as a straddle scaffold- 

to ten minutes. AVAILABLE 
MICHIGAN CITY, INDIANA 

Can Be ctl 


enables efficient work every 20 inches to 25’ in height 
horizontal movement in changing work orea, By jeining 
ing. Comes with safety shoes 
MICHIANA PRODUCTS CO. 
Circle No. 49 on Handy Cover Card 
Pullout hole 


Telescopes in platform heights from 11’ to 18’. Unlimited 
two units face to face can be 
DEALERSHIPS 
and casters. Erection time six 
A DIVISION OF BERLIANA CORP 
for easy 
Indefinitely 


Drives easily into 
hard earth. Can be 
used for practically 
any type of stake Hi-Carbon 
work. This popular Alloy Steel 
and profitable item tough to bend 
is available in 12", 

18”, 24”, 30”, 36 


and 42” sizes 


SYMONS CLAMP & MFG. CO. 
4267 Diversey Ave., Chicago 39, Ill., Dept. 8-O 


Please send complete dealer price information 


on your STEEL STAKE. 
Nome 
Firm 


Address 


oo a 
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All-Metal Folding Doors 


A new line of all-metal bi-fold doors, 
called Glide-Wide, is available in both 
flush and louvered models. The doors are 
made to fit any standard door opening 
without special framing, says maker, and 
also are available for 8’ floor-to-ceiling 
installations. Glide-Wide is easily attached 
to wood or steel frames or plastered open- 
ings, reports maker. 

Glide-wide doors open to the full height 
and width of the door opening. Doors 
glide on silent, lifetime nylon bearings 
and a dustproof guide. An impulse spring 
feature is said to keep the door in the de- 
sired open or closed position. Doors have 
a five-coat bonderized finish and can be 
painted or wallpapered to match the 
decor of a room. 

Market data. Offered in 28 sizes and 
four models, Glide-Wide doors have a re- 
tail price range of $22.94 to $56.24. Deal- 
er discount is 40% off list plus 2% for 
cash; quantity discounts also are offered. 
Available now from 23 factory agencies 
throughout the U.S., the doors are indi- 
vidually cartoned along with track, hard- 
ware and easy-to-follow installation in- 
structions. The only tool required is a 
screwdriver, says maker. They are ideal 
items for both consumer and contractor 
sales. There is no minimum dollar invest- 
ment for a dealer. Sales aids include liter- 
ature and a portable demonstration mod- 
el. Construction Products Div., Addison 
Products Co., Dept. AL, Addison, Mich. 
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Portable, all-aluminum buildings that 
can be erected in one hour by two men 
are ideal for use as garages, small live 
stock shelters, carports, boathouses, cab- 
ins or as storehouses for garden equip- 
ment. A ladder, pliers and square level 
are the only tools needed to put up the 
low-cost units, says maker. Erection is 
easy; panels slide and lock in place with 
simple fasteners, requiring no nuts, bolts 
or screws, it is said. The rib-type roof 
and side panels need no painting, maker 
states. 

The buildings are available in standard 








MANUFACTURERS 


Since 1879 





EXCHANGE SAWMILLS SaLes Co. 


SOUTHERN and WESTERN WOODS 


Yoncalla Lumber Co. 
Douglas County, Oregon 


928 Grand Ave.—Room 1400 
Kansas City 6, Mo. rwx xc-s04 
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Aluminum Buildings That Can Be Erected in One Hour 


widths of 12’, 16’, 20% and 24’ with 
heights of 7’ and 12.’ Expandable 
lengths are available in 4’ sections. 
Market data. Retail prices start at $385. 
This includes all structural members and 
roof and side panels plus one window and 
either small side door or garage door. The 
buildings use aluminum extrusions and 
rib-type panels supplied by Kaiser Alu- 
minum & Chemical Sales. They have 
been developed for marketing by Magic 
Industries, Inc., Dept. AL, 2855 S. Holt 
Road, Indianapolis, Ind. 
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Offers a New Jiffy Paint Mixer 

The new Jiffy Mixer Model “P” is 
suitable for highly viscous compounds 
such as putty and also permits rapid, 
thorough blending of the most waterlike 
emulsions without splashing, maker says. 
It takes less than 60 seconds to mix a 
five-gallon container of separated, non- 
homogenized paint to a creamy-streak 
free consistency, maker announces. 

The Model “P” Jiffy Mixer is con- 
structed of heavy copper-nickel plated 
18-gauge carbon-steel plate welded to a 
2” steel shaft. Both propellers and verti- 
cal vanes are rigidly attached to the two 
peripheral rings for structural stability. 

Market data. The Jiffy Mixer fits al 
most any chucked power tool and does 
not require clamping on or closed mix- 
ing containers. It is an ideal item for 
sale to contractors or as a rental tool 
Suggested retail price is $15.95. An ex- 
tension shaft for use with 50 gallon con- 
tainers also is available for $3.35. Quan- 
tity discounts are offered to dealers. The 
Jiffy Mixer Co., Inc., Dept. AL, 515 
Market St., San Francisco 5, Calif. 
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Ah-h-hh. . Something New Again 
Turn to back cover for a time-saving, 
brand-new idea in inquiry cards for 
busy dealers. 
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BIG-SCALE BUYING 


(begins on page 40) 





West Coast Supply was organized by several Bremerton 
dealers in 1946 for the purpose of buying advantageous- 
ly. 

Logan Lumber, Sand Point Builders and Blackstock 
Lumber, all Seattle, reported they were buying in larger 
quantities than ever, not necessarily in carload lots. 

Dealers reported failures of co-op groups in Salt Lake 
City and the Omaha-Council Bluffs areas. E. L. (Ted) 
Timberman, partner, Heavrin-Timberman Lumber Co. 
said flatly that his firm would not be interested in a co-op, 
but Mrs. Grace Watson, assistant manager, Bluffs Lumber 
and Supply Co., Council Bluffs, lowa, said her firm would 
be interested in investigating a co-op organizational pro- 
posal. A check of five firms in the area showed that car- 
load buying is up 15% -20% over a year ago. 

There is no co-op buying in Salt Lake City or Utah, ac- 
cording to C. W. Nortz, secretary of the Intermountain 
Lumber Dealers Association. “The dealers have talked 
about it, but after one or two tries before have dropped it. 
None of the dealers want to try it out again and the question 
of co-op buying has been dropped from the discussion 
agenda of the next convention.” 

Record sales. One of the outstanding wholesale organi- 
zations in the industry is the Reserve Supply Co., St. Paul, 
organized in 1926, with 400 stockholders among lumber 
and building material retailers and wholesalers in six states. 

The St. Paul firm achieved its largest sales volume in 
history last year, $24,254,000 as compared to $21,507,000 
the previous year. This is a 12% increase. 

More than $15 million of last year’s sales were made 
from the company’s St. Paul warehouse, with the balance 
shipped from branches in Fargo, N. D.; LaCrosse, Wis. 
and Owatonna, Minn. 

Patronage refunds for the year totaled $1,363,000, dis- 
tributed in cash to stockholders, according to J. H. Giles, 
president of the Reserve Supply Co. Giles said that the 
largest increase in volume last year was in fir plywood. 

Gordon Miller, vice-president of the G. M. Stewart 
Lumber Co., Minneapolis and a long-time member of the 
Reserve Supply Co., said that dealers are able to buy at 
carload prices, even if they need only a few items. “Now- 
adays, customers expect the lumber dealer to be a whole- 
saler instead of a retailer. A good strong yard could do 
this buying directly but it would involve extra handling on 
our part and we don’t want to take up valuable storage 
space to stock all items.” The Reserve Supply Co. stocks 
3,688 items in its main warehouse. 

Another pioneer firm, organized in 1930, is the Phila- 
delphia Reserve Supply Co., which has about 100 mem- 
bers. About 40% of its business is with dealers other than 
stockholders. The organization serves dealers within a 
60-70 mile radius of Philadelphia. 

“If a dealer doesn’t belong to a co-op group, he ought to,” 
declared Joseph Moran, Sr., spokesman, Wister Heberton 
Lumber Co., Philadelphia, a charter member. “We buy 
at the same price everybody else does and get a dividend, 
which is quite a saving, at the end of the year. The more 
you buy, the bigger your dividend.” 

Expressing a real interest in a co-op buying group, deal- 
er Frank Marchak in Conshohocken, Penna., commented: 

“It would be very good for the little guy like ourselves 
because it would put us in line pricewise with the bigger 
outfits.” 

Fourteen South Florida lumber dealers, representing 22 
yards from South Miami to Fort Lauderdale, organized a 
Reserve Supply on August 12, 1957 and moved into a 24,- 
000 square-foot warehouse in January, 1958. It is a buying 
organization for its members and handles a wide variety of 
general building materials and specialty items ranging 
from hardboard to garbage cans. 

Sales for the last fiscal year were up 87%, according to 
Thomas Bailey, Jr., newly-elected association president. 
Volume figures were not released. 
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Our New 
SLIM LOOK in Legs 
,. Sparks Sales! 
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Scandinavian style 
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LEGS 


Are Customer 
Pleasers! 


: | DENNIX 


You invest in good 
will every time you 
sell a Dennix product 
They look good, stand 
up well, and are easily 
attached. The vast 
Modern elegance and variety of Dennix styles 
grace in fine hardwood ans Seen 8. 0 ees 

2 _ 4 sales help. And prices 
New 3” solid brass trim . are competitive 


taper ferrule. - 
Stock Dennix Furniture 


and Table Legs, Book- 
case Builders, adjust- 
able shelf brackets and 
you'll find the ‘‘do-it- 
yourselfers’’ have 
made your store their 
buying headquarters, 


For variety in style and 
size stock Dennix 
furniture and table 
legs and other 
“‘attachables"’ and 
have a real good 
“do-it-yourself” 
section 





The New Extra Heavy 
SQUARE TAPERED 


LEG 
with heavy duty bracket 


The price is right, quality 
guaranteed, Quick delivery. 
WRITE FOR FREE 
CATALOG 








iw 
apie on? rune 


steel straight position brackets (No. 5 
Flare brackets (No. 5F) on request 


WRITE FOR FREE CATALOG 


DENNIX 


PRODUCTS CO. 


3-04 DOWNING STREET 





ae | 
DENNIX 


PRODUCTS CO. 


33-04 DOWNING STREET “ . 
FLUSHING 54. N.Y. FLUSHING 54, N. Y. 
— Dept. AL-2 Dept. AL-2 

Circle No. 44 on Handy Cover Cau 


Larsen invites you to... 


Cash in on the profitable 
Bonding Agent business with 


these € outstanding 
products 

















Larsen 


TILE-WELD® 


(mortar bond 
and grout ad-mix) 


Larsen 


PLASTER-WELD® 


(bonds new to 
old plaster) 


Larsen 


WELD-CRETE 


(bonds new to 
old concrete) 


You’re looking at the “‘Big 3” of the Bonding Agent Business. 
Each is specified and relied upon by major architects, con- 
tractors and builders the world over . . . for new construction, 
re-modeling and repairs. Be a Larsen dealer and cash in on 
the big market for Larsen products. You’re backed by 
national advertising and a broad variety of ‘‘In-store”’ sales 


aids. Write today for complete details of a money-making 


Larsen dealership. 
Address BOX 5756Q 
LARSEN PRODUCTS CORPORATION 
BETHESDA, MD. 


LARSEN ... first with the finest in bonding agents 


Circle No. 45 on Handy Cover Card 83 





new SALES AIDS 


yood paneling 


; 


Ply-Gems Display in KD Carton 

A new Ply-Gems display is compact 
in size, 33” x 40”, and shows the 10 
woods and finishes available in the man- 
ufacturer’s 4’ x 8 prefinished hard- 
wood panel line. Each sample piece car- 
ries a guarantee label against structural 
defects and delamination. The new dis- 
play is offered in a kd carton, predrilled 
and packaged for installation in about 
3% minutes. It may be obtained by writ- 
ing Industrial Plywood Co., Inc., Dept. 
AL, 105-15 180th St., Jamaica 33, N. Y. 

Circle No. 215 on Handy Cover Card 


mt 
Two-Way Plumbing Wall 


A two-way plumbing wall designed to 
pull big-ticket sales may be built into a 
small area of a dealer’s store to illustrate 
the idea to remodelers and new home 
buyers. A sink-equipped bar area and a 
powder room located on opposite sides of 
a wall share common water supply lines 
to reduce installation costs. Since the 
wall does not carry a structural load, 
it offers big pockets for oversize medicine 
and storage cabinets. 

The walls, bar, lavatory and_ sink 
counters in display shown in photograph 
above are covered with Marlite. A wood- 
grain gives the bar area an informal 
appearance while a marble pattern was 
used on the twin lavatories and side- 
walls to accent the colorful wall panels 
in the powder room. 

Free plans showing construction de- 
tails for a bar-lavatory arrangement built 
on a common plumbing wall may be 
obtained by writing to Marlite Div. of 
Masonite Corp., Marsh Wall Products, 
Dept. AL-PR-2, 341 Main St., Dover, 
Ohio. 


Circle No. 216 on Handy Cover Card 
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Shows 49 Terraflex Colors 

A new black-and-gold rack for dis- 
playing printed paper samples of Terra- 
flex vinyl-asbestos tile colors is made of 
heavy-gauge plastic backed with hard- 
board. The display, which measures 1814” 
x 22%”, contains pockets designed to 
hold 12 each of the 49 Terraflex colors. 
A literature pocket at the top of the dis- 
play is provided for handout folders. 

The display may be used as a counter 
or hanging wall unit. It is packed one 
to a carton. Each carton contains 12 
paper samples each of the 49 Terraflex 
colors. Johns-Manville Corp., Dept. AL, 
22 E. 40th St., New York 16, N. Y 

Circle No. 217 on Handy Cover Card 





Fastest Dealer Service 


Special arrangements will speed your 
inquiry to the manufacturers. See the 
back cover for the first really conven- 
ient card for one-stop shopping. 


Ventilating Fan Display 

A portable operating display to mer- 
chandise its new, economy No. 5508 ceil- 
ing-type ventilating fan is announced by 
Leigh Building Products. Called the V-5, 
the display features an easy-carry chrome 
handle, attractive maroon-and-turquoise 
wood panel, small overall dimensions of 
18” high, 19” wide, 8” deep. Its light- 
weight makes it ideal for use by sales 
men or on a counter-top. 

The display is completely wired for 
quick, easy demonstration. Just plug it 
in and turn on the handy Leigh three- 
speed switch. Leigh Building Products, 
Div. of Air Control Products, Inc., Dept. 
AL, Coopersville, Mich. 

Circle No. 218 on Handy Cover Card 


Redwood Siding Estimator 

A pocket-size Redwood Siding Estima- 
tor offers handy means of computing the 
amount of redwood siding required to 
cover a sidewall area and the cost per 
square. Its calculations are for plain 
bevel, rabbeted bevel, tongue-and-groove 
and shiplap redwood patterns. The slide- 
rule estimator also computes the quan- 
tity of nails per square foot for standard 
widths of each pattern and includes a 
chart showing suggested nailing methods. 
California Redwood Association, Dept 
AL, 576 Sacramento St., San Francisco 
11, Calif 


Circle No. 219 on Handy Cover Card 


Air-Operated Staple Gun 


A new Duo-Fast heavy-duty, low pres- 


sure, air-operated staple gun driving 
FHA-approved 16-gauge staples is an- 
nounced. The gun will accommodate 
galvanized staples 1”, 144” and 14%” long 
and 7/16” wide. Designated as Model 
S-762, the new tool operates at air pres- 
sures as low as 50 pounds, driving the 
long, heavy staples rapidly, securely and 
with no recoil. Made of magnesium, it 
weighs less than 5’ pounds. Available 
now, the S-762 greatly speeds the in- 
stallation of fibreboard, plywood and 
gypsum sheathings; subflooring; roof 
decks; rock lath and dry wall construc- 
tion. It retails for $150. Fastener Corp., 
Dept. AL, 3702 River Road, Franklin 
Park, Til. 
Circle No. 220 on Handy Cover Card 
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Classified 
Advertising 


Terms — Cash With Order 
Minimum Charge $7.50 


Rates: 

1 Time —30c per word for each insertion. 
Minimum charge of $1.50 per line. 

3 Times—25c per word for each consecutive 
insertion. Minimum charge of $1.25 


per line. 


Add $1.75 per insertion for blind ads bearing 
box number. 


No agency commission or cash discount 


allowed. 


All ads for classified section must be in Pub- 
lisher'’s office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders al- 
lowed. Replies forwarded without additional 
charge. Count five words to a line and when 
less are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 


AMERICAN LUMBERMAN 
59 East Monroe St., Chicago 3, Ill. 
Phone: Fi 6-7788 





HELP WANTED 





Experienced Retail Lumberman, estimator, 
salesman, draftsman—capable of Assistant 
Managers Position. References by mail. Sal- 
ary & Commission. No drinkers wanted 
— Lumber Co., Rehoboth Beach, 
el. 





SOUTH FLORIDA 

RETAIL YARD MANAGER 
In order to keep pace with the tremendous 
growth of South Florida we are opening 
several new yards in the next few months 
Therefore it is necessary for us to find 
several experienced Retail Yard Managers 
Here is your opportunity to move to Miami 
and work for a well established line com- 
pany. These are positions which offer pro- 
motional opportunities and excellent em- 
ployee benefits. Write in complete detail 
your experience and personal background, 
enclosing a recent photograph, to Box L-26 
American Lumberman & Building Products 
Merchandiser. 





WANTED: Superintendent to take complete 
charge of millwork and component plant in 
large eastern city. Address Box L-23 Amer- 
ican Lumberman & Building Products Mer- 
chandiser. 





Manager wanted for new organization sell- 
ing and erecting pole, laminated rafter, and 
all-steel buildings. Excellent opportunity 
Available now. Monthly salary, incentive, 
and partial stock purchase plan. Dakota 
Farm Supply, Inc. Aberdeen, South Dakota. 





Man with prefab or component parts pro- 
duction experience as general manager of 
small yard located 100 miles southeast of 
Chicago. Owner has sales experience and 
following that will provide profitable vol- 
ume. Address Box L-22 American Lumber- 
man & Building Products Merchandiser. 








HELP WANTED 











WANTED, VERY MUCH ALIVE: ONE (1) 
TOP-NOTCH SALES MANAGER for our 
Home Improvement Dept. Must have proven 
record of sales ability, potential sales ex- 
ecutive. Requirements: basic knowledge of 
construction & remodeling, good _ closer, 
friendly, capable, ambitious. Challenging 
position with aggressive company. Salary 
(open) and commission. Send resume in 
confidence, recent photo. Troup Lumber Co., 
111 E. Oak St., Kankakee, 





SITUATIONS WANTED 











Bookkeeper, familiar lumber terms, have 
preference distribution yard, consider other 
Been self employed for some time. Middle 
age. Address Box L-21 American Lumber- 
man & Building Products Merchandiser 





Enthusiastic and aggressive young man, 
thoroughly experienced in sales and man- 
agement of successful retail lumber and 
building components firm, college graduate, 
age 31, happily married, two children, de- 
sires position requiring hard work and 
variety of responsibility. Must have good 
future. Address Box L-25 American Lumber- 
man & Building Products Merchandiser 





Forester, B.S.F., 1951, Syracuse, Util.-Dist 
Major, Age 35. Desire position with Whole- 
sale-Retail Lumber Co. or Wood Products 
Co. with view to eventual partnership 
Capital to invest. Address Box L-29 Ameri- 
can Lumberman & Building Products Mer- 
chandiser. 





SALES REPRESENTATIVE 
WANTED 








SEND DO IT YOURSELFERS AWAY? 

DOES PROFIT COME THAT EASY? 
Sell proven quality, exclusive label paint 
priced for full 40% profit at $2.59 to $4.99 
retail. Get and keep your share of do-it- 
yourself paint profits with a low investment 
high turnover planned program. A _ free 
copy of our Paint Promotion Kit shows you 
how. Don’t miss the Spring Season. Write 
today. 
Mr. Zine 
Box 0-191 


Proctor Paint Mfrs 
Yonkers, N. Y 





If you have established accounts in the 
wholesale lumber field, we have an excel- 
lent product. A new concept for metal mold- 
ings in do-it-yourself field. Mid-west and 
west coast territories available. Address Box 
L-30 American Lumberman & Building 
Products Merchandiser 





Manufacturers representatives to sell line of 
imported building specialties to lumberyards, 
building specialties wholesalers, flooring 
suppliers, etc. Lucrative territories available 
Tremendous opportunity in rapidly expand- 
ing field. Address Box L-28 American Lum- 
berman & Building Products Merchandiser. 





RAILS WANTED 











RAILS: New and Relaying. Bought and Sold. 
1000 Good Serviceable Kiln Trucks in stock 
M. K. FRANK, 480 Lexington Ave., New 
York 17. 400 Park Bldg., Pittsburgh 22, Pa 
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SALES REPRESENTATIVE 
WANTED 








FLORIDA REPRESENTATION 
Experienced Manufacturers’ Representative- 
graduate engineer desires to represent an 
additional account in the state of Florida 
Presently contacting woodworking and al- 
lied industries. Address Box L-27 American 
Lumberman & Building Products Merchan- 
diser 





LUMBER BUYER AVAILABLE 
Experienced west coast lumberman will 
place your lumber requirements with de- 
pendable mills on commission basis. Address 
Box L-31 American Lumberman & Building 
Products Merchandiser. 





BUSINESS FOR SALE 








FOR SALE—Lumber yard Paint and Hard- 
ware in Alaska. Average Gross $90,000. Ideal 
for man and wife. Terms. Address Box K- 
62 American Lumberman & Building Prod- 
ucts Merchandiser. 





FOR SALE 

Lumber and Building Materials Business in 
Bedford, Indiana. New Mill, storage build- 
ings and equipment. Fast growing business 
Excellent location with side track. Sell for 
best offer to settle partnership. Address Tom 
Black Lumber Co., P Box 107, Bedford 
Ind 





Lumber yard. Down payment, including 
$18,000 good inventory, $3,550. 15 years to 
pay, 6% interest. Total price for land, build- 
ings and inventory, $35,500. Currently oper- 
ating in mid-Wisconsin. Address Box L-24 
American Lumberman & Building Products 
Merchandiser. 





Lumber yard for sale, in town of 2,000 
Good Territory. Owner retiring after 42 
years. Address Box L-32 American Lumber- 
man & Building Products Merchandiser 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO 
Street 


119 North Fourth 
Minneapolis 1, Minn. 





MACHINERY FOR SALE 








End the back-breaking strain of mov- 
ing heavy loads with hand equip- 
ment. Exclusive features permit one 
man to do the work of four with less 
effort and without a heavy invest- 
ment in motorized equipment. An in- 
quiry on your letterhead, giving 
name and title, will bring complete 
details. No obligation, of course. Ad- 
dress Twin-Tilt, P.O. Box I-7, Cin- 


cinnati, Ohio 





MANAGEMENT WORKSHOP-IN-PRINT 


Helping Sales Manpower 


Grow on the Job — 


(Third and last of a series) 


(“What is the best step-by-step selling procedure when face to face with a prospect”?— 
has been the subject of many a round table in our workshops. In the following check list 
are the methods developed to date for action in contacting a buyer or prospect) 


HOW TO GET SUPERIOR PRODUCTION AT THE POINT OF SALE 


In Grading give yourself 4 points for Excellent, 3 pts. for Good, 2 pts. for Average, | pt 
for Poor. Note progress every 6 months 


1. Know what you are going to say 


as you step up to greet the pros- 
pect 

. Begin the sale with the word 
“you”. As long as you are talking 
in the buyer’s actual interest he'll 
listen attentively. Try to get a 
“yes” start. 

. Have your proofs handy and use 
them as each point is made 

. Quietly find a basis for a sincere 
compliment 

. Classify the buyer as to mental 
agility and decision speed and 
pace yourself accordingly 

. Watch his facial expressions to in- 
terpret what his actual thoughts 
are other than what he may be 
saying 

. Soft pedal the “I’s” and the 
“We’s”. Go heavy on the “You’s” 
. Use the techniques that customers 
like; avoid those they don’t like 

. Don’t use general terms like 
“quality” and “service”. Talk 
clearly of specific benefits, back 
them up with reasons why and 
prove them with testimonials from 
satisfied customers 

. Continually talk to the buyer's 
basic question “What is there in 
it for me? 

. Be on the lookout for the “Hot 
Button”—the benefit that has spe- 
cial appeal to the buyer. Keep 
coming back to it from various 
angles until ready to close. 

. Encourage the customer to talk 
but keep him close to the track. 

. Really listen to what the customer 
has to say. Translate it to your 
purpose 

. Show why the better grades and 
higher quality will make more 
profit 

. Treat objections constructively. 
Turn them to advantage. Dissolve 
them instead of clubbing them to 
death. Use the “Yes, but” tech- 
nique. Avoid arguments. 

. Look the buyer in the eye without 
staring 

. Master the “99 Things to do Be- 
fore Cutting a Price” 

. Don’t smoke unless invited to do 
so 

. Make certain that you reach both 
the “deciders” and the “influenc- 
ers” 


Grade yourself 
Date every 6 months 
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20. Look and listen for “cues” and 


promptly take advantage of them 

. Concentrate on answering the 
“W's” in the prospect’s mind— 
Why? What? Who? Where? 
When? What with? and _ back 
them up with “How” 

. Try to visualize and dramatize the 
benefits you stress 

. Uncover a problem on which you 
can be of a real help 

. Build confidence by assuring the 
prospect of his good judgment 

. Search for discontents or dissatis- 
factions that your proposition will 
cure 

. Don't substitute a price quotation 
for a thorough selling job 

. Don’t quote your price until you 
are sure you have made every 
sales point 

. Take the prospect to see a custom- 
er who has done what you sug- 
gested 

. Point out the losses to be had by 
not acting on your proposal 

. Keep under your control the tim- 
ing of the price quotation 

. Relate several “buyer-satisfaction” 
stories in detail 

. Always make it difficult for the 
customer to say “NO” 

. Always uncover the real reason 
underneath the stated objection 

. Always agree before disagreeing. 
Attribute the countering statement 
to a third party 

. Offer to help with the installation 


. Use plus factors in closing—the 


things in your proposition that no 
competitor can duplicate 

. Review profit points in closing 

. Use tested closing sentences like: 

Would you like this color or 
that? 

Would you prefer this size or 
that? 

Would you want this grade or 
that? 

Would you like these terms or 
these? 

Should we start delivery Mon- 
day or Tuesday? 

. Don’t give up too soon. Try to 
close at least four times using a 
strong benefit with proof each 
time 

. In thanking the customer for the 
business reassure him as to his 
excellent buy 




















. Write up orders clearly—fully— 
correctly 
. Remember—“If I don’t sell them 
someone else will” 
. Make a date for the next call and 
record it 
Bring helpful information to other 
salesmen at headquarters 
. Remember that opportunity for 
the salesman knocks several times 
a day, and what is more impor- 
tant, it does so every day 
46. In analyzing lost sales, never con- 
fuse a reason with an alibi 
47. Research step by step the best 
sale you ever made and repeat the 
pattern 
48. Banish any self satisfaction—to- 
morrow everything can, and will 
be improved 
49. Have you capitalized on every 
chance of reciprocity from those 
who sell to you? 
50. Make each sale lead to four more 

















Interested dealers (and possibly wholesalers, too) can mimeo- 
graph and use this test: (1) as a quiz in training programs (2) as 
an outline of subject matter in a sales training program (3) as 
a guide analyzing the loss of an individual sale with a sales- 
man and (4), as a periodic examination, to determine a sales- 
man’s progress over a period of time. 

Art Hood 





INDEX 


ADVERTISERS 





Acme Steel Co. . 

Allied Chemical Corp., Barrett Division ... 

Aluminum Co. of America 

Appalachian Hardwoods _ 

Barrett Division, Allied Chemical Corp. 

Beverly Mfg. Co. 

Bird & Son, Inc. 

Bruce Co., E. L 

CARADCO, Inc. 

Carey Mfg. Co., The Philip . 

Columbia Mills, Inc., The ; 

Consumers Glue Co. 

Crestline Co., The 

DeKalb Commercial Body Corp 

Deniston Co., The 

Dennix Products Co 

Diamond a Bolt Co., 

Dodge Corp., F. ; 

Duo-Fast .. 

Dur-O-waL Div., Cedar Rapids Block Co 

Exchange Sawmills Sales Co 

Fastener Corporation , 

Filon Plastics Corp ae 

Firestone Tire & Rubber Co., 

Frantz Manufacturing Co “en 

Gerrard & Company, A. J 

Goldblatt Tool Company 

Hamer Lbr. Sales, Inc. .. 

Hines Lbr. Co., Edward 

Independent Lock Co we 

Inland Steel Products Co 

Kewanee Manufacturing Co. 

Larsen Products Corp. 

Linseed Oil Products Corp. 

Lober & Associates, M. 

Lumbermens Mutual Casualty Co. 

Macklanburg-Duncan Co. 

Major Industries, Inc. 

Masonite Corporation 

Maze Co., W. H. 

Menominee Indian Mills 

Michiana Products Co., Div. of Berliana | Corp 

Minnesota Mining and Mfg. Co 

National Manufacturing Co. 

Orangeburg Mfg. Co., Div. of The Flintkote ¢ 

Osmose Wood Preserving Co. * America, ay 

Parker Hardware Mfg. Corp., S. 

Pierce & Stevens Chemical Se, 

Pratt & Lambert, Inc. 

Ruberoid Co., The 

Skil Corporation 

Symons Clamp & Mfg. Co. 

Tarter, Webster & Johnson, Inc 

Tennessee Stove Works 

TurneAeBore Equipment Co. 

Union Fork & Hoe Co., The 

West Coast Lumber Inspection Bureau of West Coast 
Lumbermen’s Assn. ... 

West Coast Lumbermen’s Assn. 

Wood-Mosaic Corp. 


‘‘Have You Overlooked This?’’ 


The following manufacturers were carried in the January 18 issue 
of American Lumberman & BPM and are again listed with their in- 
quiry numbers for your convenience. Use the Handy Cover Card 
for more information. 

Alsynite Co. of America 

Free detail sheets qvailabie telling how to build Alsynite’s profit 
patio. 

Andersen Corp. 

Andersen “Strutwalls” offer savings in Lu-Re-Co framing. Write 
for more information. 

Bennett Mfg. Co., Richard C. . 

Write for literature on Bennett 2-W ay Panel Saw 

Brown & Co. Inc., George C - 

Folder offered on Brown's “Supercedar” closet lining 
Continental Steel Corp. . eseedenade ee aais 
New “Sales Helps” directory, including advertising and sales 
promotion ideas, offered free. 

Curtis Companies asi 

New IQ merchandising kit contains displays, ‘literature, ad mats, 
—the works. 

DeVac, Inc. ; Tre 
Get information on DeVac GlassWails program for Building 
Supply dealers. 

Dicks-Armstrong-Pontius, Inc. ... - - 
DAP announces new spackling compound. Write for catalog of 
full DAP line. 

pedee Corp., F. W. 

Get Dodge’s new book “How Material & Equipment Firms Get 
More Business in New Construction.” 

DuPont Co., Finishes Div. ea 
Descriptive folder offered on DuPont's new “Color Master” paint 
mixing machine. 

Erickson Power Lift Trucks, Inc 

Catalog available on power lift trucks 

Georgia-Pacific. .. . ry 
GPX overlaid plywood features weatherproof face. Use handy 
cover card to get complete information on all G-P products 
~— & Sons Hinge Mfg. Co., C. . 

Use handy cover card to get information on Hager hinges. 

Hastings Aluminum Products, Inc. Ai 
Additional information about “‘Nu- Home” aluminum siding sup- 
plied on request. 

He rtz Truck Lease . 

“How to Get Out of the Truck Business” 
Industrial Marine Corp. . 

Write for details on molded magic boat hulls 
Insulation Board Institute ... 

Big cash prizes in IBI’s Package Salesman contest 


Kaiser Aluminum & Chemical Corp. ‘ 

Get full information on these three new products from Kaiser 

reflective foil insulation, profit-packaged nails, and new “Di- 
amond-Drain” rain carrying system with “Kladlined” gutters for 
added corrosion resistance. 

Lockwood Hdwe. Mfg. Co. ....... tient 
Lockwood announces the ‘‘Rocket 60°’ low-cost residential lock- 
set 

Major Industries eer aice hevesteadlen 

Information and prices available on Nautilus No-Duct range 
hood. 

Minnesota Mining & Mfg. Co ie 
Detailed information available on the 
machine 

Multiplex Display Fixture Co. . 

Offers new Display Equipment catalog 

National Plastic Products Co Y ss 
Free “Tools” for selling Nevamar high-pressure laminates 
counter displays, ad mats, etc. 


Orangeburg Mfg. Co P eat 

Circular SA-44 showing free signs and sales aids available 
Parker Hdwe. Corp., S. . CEA PE Ter Tet : 
Price lists available on full line including double acting spring 
hinges for louvered doors 

Preway, Inc. .. 

Get full information on | Preway Bilt-Ins 


booklet offered 


‘Thermo-Fax” copying 


Regal Aluminum Products Corp ; 

Regal offers complete information on aluminum Jalousie base- 
ment windows 

Republic Steel, Truscon Div 

Get all the facts on Republic’s aluminum window line 
Ruberoid Co. .... 

Write for comp jlete information ‘about Ruberoid’s roofing prod- 
ucts. 


Smith & Son, Inc., Seymour 

Special offer: snap-cut magic merchandiser, plus free local 
newspaper promotion. 

Standard Tile Co., Inc. . 

Promotion kit, tile chart, and sales literature included in “Capri 
Mosaic Tile Center’ offer. 

Turnbuckles, Inc 

New K-5L merchandisers display Turnbuckles 
perforated board fixtures 


U. S. Mineral Wool Co. . 

Use handy cover card for information on your local Promotion 
Program. 

J. §. Plywood 

Weldwood’s new wood finishes center backed by “biggest ever 
ad campaign 


Wells Aluminum Corp 

Get full details on Wells lineal fabrication program 

Western Pine Assn. ‘ ‘ 

For weather-resistant siding—Red Cedar—one of the right-for- 
color woods of the Western Pine Region 

Zonolite Co. hae ae 
Offers information on water- -repellent masonry fill insulation, 
vermiculite insulating fill, glass fiber blanket insulation 


“Easy-Hang’ 
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HINGES 


for every 
urpose 


SPRING ‘ 
Single or Double Acting — 
for installation <a 
with or without Hanging Strips. ~ 


Various Finishes 


Plein and Belt Beoring for Kalomein,, 
et Hollow Metal and Wood Fireproot De 
| Reversible for RLM. oF LH, 


ARNWAR 


. 
Oo 
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FAMOWOO0D ... the AMAZING... 


» ALL-PURPOSE PLASTIC for wood finishes! 
APPLIES LIKE PUTTY . . . STICKS LIKE GLUE! 
FAMOWOOD is the answer... where wood 
finishes are important. Simple ‘to use... effi- 
cient, lasting, time-saving, when filling wood 
cracks, gouges, nail and screw holes or cor- 
recting defects. CAN BE USED UNDER 
FIBERGLASS, Dries quickly, doesn’t shrink. 
Stays put under adverse conditions. FAMO- 
WOOD sands easily, does not gum up sander. 
Takes spirit dye stains freely, Wate erproof and 
weatherproof when properly applied. Ready 

‘a, to use—“‘right out of the can.” 15 matching 
77 colors, with amazing tchless wood finish 


= USED BY FURNITURE MFGS + SASH AND DOOR MFGS 
. CABINET MAKERS + CONTRACTORS + BOAT BUILDERS + PAINTERS 
AIRCRAFT PLANTS + PATTERN SHOPS » HOME BUILDERS + ALL WOOD PRODUCTS 


FAMOWOOD desc. iptive literature & price list on request. Distributor & Dealer inquiries invited, write Dept. 710 


BEVERLY MANUFACTURING COMPANY tos ances 3. cau, 


Maeafacturors of... FAMOWOOD © FAMOGLAZE © FAMOSOLVENT 
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SPECIALIZED 
INSURANCE 
am_for LUMBERMEN 


SINCE 1912 








Write for our free booklet, You can get real dollar sav- 
ings through safe lumber yard operations, explaining 
how costly unsafe practices can be. It also shows how 
our Safety Engineering department can save money for 
your lumber yard and outlines the many other services and 


savings available. Write Lumber Insurance Department. 
LUMBERMENS MUTUAL CASUALTY COMPANY 
ET tin 
KEMPER 
. 7 ° ioe 


a division of Chicago 40 
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new LITERATURE 


Time-Saving Card—See Back Cover 


Panelized Farm Buildings. A 16-page, illustrated booklet 
shows retail lumber dealers how to fabricate and erect complete 
farm buildings using Douglas fir, West Coast hemlock and 
Western red cedar lumber. Titled “How to Fabricate and Erect 
Panelized Farm Buildings,” the book explains the details of 
wall prefabrication, truss building and on-site erection. Working 
drawings for clear span trusses of 24’, 30’, 36’ and 40’ are in- 
cluded. Your free copy of the booklet may be obtained by 
writing to West Coast Lumermen’s Association, Dept. AL, 
1410 S. W. Morrison St., Portland 5, Ore. 
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A new two-page data sheet describes the easy-to-apply red- 
wood siding pattern, Channel Rustic. The pattern gives a 
reverse board-and-batten effect, is self-aligning and is available 
in a saw-textured surface. A new eight-page, Sweet’s Catalog 
insert also is announced. It covers current data on the char- 
acteristics and properties of redwood, grades, nailing and finish- 
ing methods. California Redwood Association, Dept. AL, 576 
Sacramento St., San Francisco 11, Calif. 
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Wall Coverings. The new booklets, entitled “Weldwood 
Flexwood” and “Weldwood Kalistron & Kalitex” have been 
revised by U. S. Plywood to include additional information and 
new colors. Flexwood may be applied to flat walls, curved 
surfaces, even wrapped around columns and pillars. Kalistron 
is a decorative vinyl wall covering and Kalitex is a textured 
colored wall covering. Both booklets include installation re 
graphs in colors. They may be obtained by writing to U. 
Plywood Corp., Flexible Materials Div., Dept. AL, 2921 icaes 
Floyd St., Louisville 17, Ky 
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A new, 16-page catalog, indexed for A.I.A. filing, contains 
up-to-date basic information on fir plywood standard grades and 
specialty products. Two new booklets dealing with the technical 
properties of western softwood plywood sheathing also are 
announced. Sample copies of the catalog and new booklets are 
available without cost from Douglas Fir Plywood Association, 
Dept. AL, 1119 A Street, Tacoma 2, Wash. Quantity price of 
the catalog is $5 per 100; Form No. S-60 should be specified 
when ordering 
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Stapling Equipment. Duo-Fast automatic staple tackers are 
described and illustrated in a new four-page folder. A new Duo- 
Fast S-762 staple nailer, especially designed to drive FHA-ap- 
proved staples, also is shown and described. Facts and figures on 
products approved by FHA for installation by stapling with 
complete information on staple size, type and spacing are in- 
guaee in an easy-to-use table form. Fastener Corp., Dept. AL, 

702 River Road, Franklin Park, Til. 
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Metal Lath Specifications. A 20-page booklet, entitled “Spec- 
ifications for Metal Lathing and Furring,” contains: fire- 
resistive ratings; design tables; and specifications for hollow 
partitions, solid partitions, sound insulating partitions, ceilings, 
vertical furring and centering. For a free copy of the booklet, 
write to Metal Lath Manufacturers Association, Dept. AL, 
Engineers Bldg., Cleveland 14, Ohio. 

Circle No. 226 on Handy Cover Card 


Fire-Fighting Equipment. A newly- published, 28-page cata- 
log contains the latest engineering facts and specifications on 
the manufacturer’s sprinkler systems, carbon dioxide systems, 
smoke detection systems, dry chemical systems, foam systems, 
fire hose and extinguisher cabinets, fire hose racks and reels, 
portable extinguishers and other accessory products. 

The company’s complete lines of Fyr-Fyter two- -piece Hol- 
low Door, Dayton one-piece steel, aluminum and stainless steel 
cabinets are fully described and illustrated. Single copies of the 
catalog, Form S-62, may be obtained free of charge by writing 
to The Fyr-Fyter Co., Dept. AL, Customer Services, 22 
Crane St., Dayton 1, Ohio. 
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Busy dealers agree hat National’s new 
Decimal Packaging simplifies their job at 
inventory time. Every “National of 
Sterling” item is packaged in units or 
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chine figuring a snap! 

It all adds up to easier, more accurate 
inventory when you handle the line that’s 
packaged for today’s busy retailer— 
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